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Absolutely 


Clean Hea 





A Vital Selling Advantage! 


A FURNACE which provides really clean 
heat removes the only logical objec- 
tion to warm air heating. Sell the furnace 


which you can positively guarantee to 
give clean, even, moist-air heat perma- 
nently—-without coal-gas, smoke or dust— 


THe WATERBURY 
SEAMLESS \f\ URNACE 


PIPE OR PIPELESS 


The copper bearing steel body of the Waterbury 
is seamless. It is welded into one sealed unit. 
The ordinary furnace with seams, no matter how 
carefully joined, riveted, or cemented, sooner or 
later must give ‘way before the irresistible force 


of expansion and contraction. The Waterbury is 
the one surest and easiest means of eliminating 
the price competition of such heaters. OUR 
PROPOSITION IS MAKING BIG MONEY 
FOR DEALERS EVERYWHERE. Write for it! 








The WATERMAN-WATERBURY CO. 1121. E. Jackson St. Minneapolis, Minn. 











2.00 Per Year. 
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THE SUPER-SMOKELESS FURNACE 





Burns Soft Coal Smokelessly! 


Erected in a Very Short Time. Made 
in All Sizes of the SUPERIOR Pipe 
and NEW IDEA Pipeless Furnaces. 


SUPER-SMOKELESS Furnaces have become 
tremendously popular in the soft coal sections. 
They are remarkably clean in operation and 
cut down coal consumption. All castings are 
or cupjointed and accurately ground to 

The casings “‘slip-on” and have no loose 
aa to bother with and very few bolts. 


Meet the need for smokeless heaters and sell 
the most highly improved and profitable quality 
Write for dealer proposition. 


furnace made. 


UTICA HEATER COMPANY 


New York 
218-220 West Kinzie Street, Chicago, Illinois 


UTICA, 














Can YOU Sell a Carload m7 
of Furnaces Each Month? | ig cit 


Wm. S. Grosjean of Canton, Ohio, Tells anda tae He rn , * 


You are entitled 
to one of our new, 
well - illustrated 
catalogs, full of 
helpful informa- 
tion. Write for it 
today. 
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-~ ms il 
— 


Noes 


In 1906 Mr. Grosjean started selling Front Rank furnaces. Today his sales 
average a car per month during the busy season. He says there are three 
things you need to make big money as a furnace dealer. First—an earnest 
effort and approved methods, backed up by good work. Second—the best 
Furnace money can buy—he chose 


FRONT PANK 


TRADE NAmeE 


STEEL FURNACES 


because they have such a wonderful reputation among house owners. Third—co-operation 
from the factory in figuring, selling and installing. The Front Rank methods of helping 
their dealers appealed to him and he has been a “booster” ever since. Mr. Grosjean is 
making big money—so can you if you line up with Front Rank. 


HAYNES-LANGENBERG MFG. CO., 4545 N. Euclid Ave., St. Louis, Mo. 
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Good Bye! We'e Going Home~Front Rank is too Hot: 
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TO THOSE WHO SAY THAT THEY WANT TO PADDLE 
THEIR OWN CANOE. 


This is the land of the free and the home of 
the brave. 

Here, as in no other country, has the indi- 
vidual opportunities to develop himself and 
his business by his own initiative. 

Here, as in no other country, may the indi- 
vidual reach positions of importance, responsi- 
bility and control in the business world, pro- 
vided he is industrious and willing. 

Here, as in no other country, may the work- 
man of today be the employer of tomorrow, 
giving him a chance to see both sides of the 
problem. 

But, while all these favorable conditions ob- 
tain, there is also this point to consider— 
which so many of us are prone to forget—that 
the man who stands alone, who refuses to 
lend his support to movements and activities 
which have for their purpose the improvement 
of conditions in his locality or in his field 
of enterprise, with all his independence, ac- 
tually progresses at a slower rate and finds 
his path more difficult than those who give of 
their time, money and personal effort toward 





such improvement. 

And the strange fact is that these men, who 
like to call themselves independent, really do 
not live up to their own attitude. 

For example, they may be members of a 
church—and what is a church but one form 
of cooperation ? 

If they are married, they must have realized 
that family life is based on cooperation, and 


if theirs is to be “a happy union” there must 
be a “working together for the mutual good 
of father, mother and children.” 

They certainly are citizens of their commu- 
nity—and what else is a community than an 
organization of individuals, bound together by 
many ties of common interest. They pay 
taxes. They elect officials, they do many other 
things which are but expressions of their ap- 
preciation of the fact that without coopera- 
tion life cannot give the fullest possible meas- 
ure of happiness to the greatest number of 
individuals. 

And yet, when it comes to forming an or- 
ganization with other business men in their 
own line they refuse to cooperate; they forget 
about the other fellow’s happiness. 

They “never believed in anything of that 
sort”; they “are getting along very nicely”; 
they “don’t want to have anyone tell them 
what to do”; they “want to see what the other 
fellow does—if he comes in they may join; if 
he comes in they certainly will have nothing 
to do with it”; and a thousand other excuses. 

But while they refuse to share in the burden 
of carrying on the organization work, they 
are perfectly willing and anxiously look for- 
ward toward reaping the benefits that come 
from that organization. 

They are leeches. 

No more and no less. 

They reap where they have not sown. 

A pretty poor sort of men they are. 
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Random Notes and Sketches. 


By Sidney Arnold 














Coming back from the St. Louis 
sheet metal convention some of us 
were reviewing the sessions, the 
talks, the speakers, the entertain- 
ments and everything else, giving 
praise to this and roasts to that, but 
in general agreeing that it was the 
best convention of the nineteen the 
National Association has held. 

Harry Snow, of the Furnace Fan 
Corporation, had a grudge against 
a certain man who insisted on talk- 
ing in every session, without re- 
gard as to whether his “ravings,” as 
Harry called his remarks, were to 
the point or not, and to emphasize 
his point, he told the following 
story: 

When the trial of a certain case 
in a New England country court 
was about half through, the evidence 
in favor of the defendant was so 
overwhelming that the judge broke 
in and ordered the jury to return a 
verdict of not guilty. The prison- 
er’s lawyer, a fledgeling, however, 
refused to be robbed of his carefully 
prepared splurge of oratory and de- 
manded that he be heard. 

“Well,” the court ruled, “ye can 
make yer speech if ye want to, Mr. 
Wilkins, but jest to guard against 
accident we're goin’ to acquit yer 
client first.” 

2 = 


Two colored laborers, whose crap 
game had been abruptly terminated 
by the sudden appearance of H. G. 
Goelitz, who is a partner of Enoch 
Purnell in the Chicago Elbow Ma- 
chine Company, besides being a big 
street paving contractor, were de- 
bating hotly as to whether the 
hastily gathered up cubes had shown 
six or seven points at the last in- 
spection. Finally one doubled his 
fist, extended it to within an inch 
of the other’s nose, and announced: 

“See dat fis’, uselessness? Gin 
Ah hits yo’ ’side de face wid dat, yo’ 
gwine see down yo’ back ’thout 
turnin’ you haid!” 


“Huh! Am _ dat so, _ street 
sweepin’s? See mah foot? Oncet 
Ah kicks yo’ wid dat, eve’y time yo’ 
sits down yo’ leaves a footprint.” 

*K * * 

Gaar Williams, the clever cartoon- 
ist of the Chicago Daily Tribune, 
has the happy faculty of choosing 
his subjects, and he certainly draws 
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illustration which appeared in a re- 

cent issue of the Tribune certainly 

reminded me very much of him. 
* * x 


“Vic” Cook, of the Detroit sales 
office of the American Rolling Mil] 
Company, is a bachelor and says 
that one of the reasons is the high 
cost of frequent change of fash- 
ions for women. 

He told the following at the Mich- 
igan Outing: 

She was trying to reason with the 
poor boob on the day the monthly 
bills came in. 





HOUSEHOLD EXERCISE—XIUl. “| 























his pictures so that everybody im- 
mediately sees the point. 

I am not quite sure, however, 
whether he actually saw John Bog- 
enberger of the Consolidated Sheet 
Metal Works, Milwaukee, at the un- 
fortunate moment when John fell 
off the chair, but the accompanying 


Courtesy Chicago Tribune. 


“You see, I simply had to have all 
these new things. Everything’s 
Egyptian now that they’ve dug up 
Tutankhamen, and—” 

“Yeah?” growled the brute. 
“Well, all I gotta say is, I hope they 
dig up Adam next—that’s all I gotta 


” 


say. 
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Joint Committee on Standardization Holds Progressive 


Meeting in Sherman House, Chicago, July 10. 


Debate Confined to Standardization of Registers and Furnace Fittings—Indica- 
tions Are that Work of Standardization Will Be Carried Through Successfully. 


MEETING of the Joint 

Standardization Committee of 
the National Sheet Metal Contrac- 
tors’ Association, the National 
Warm Air Heating & Ventilating 
Association and the Western Warm 
Air Furnace and Supply Associa- 
tion was held in the Sherman 
House, Chicago, July 10, 1923. 

The debate concerned only the 
standardization of registers and fur- 
nace fittings. 

D. E. Cummings, of the Thatcher 
Furnace Company, Chicago, was 
Acting Secretary and his report of 
the proceedings is as follows: 


Proceedings of Joint Standardization 
Committee: 


The meeting was called to order 
by Chairman R. W. Menk, who 
presided. ‘The roll call was as fol- 
lows: R. W. Menk and A. W. 
Glessner, Excelsior Steel Furnace 
Company, Chicago; W. P. Laffin, 
Tuttle & Bailey Manufacturing 
Company, New York; Roy T. Was- 
son, Lennox Furnace Company, 
Marshalltown, Iowa; R. W. Blanch- 
ard, Hart & Cooley Company, In- 
corporated, New Britain, Connecti- 
cut; Henry F. Droegkamp, John 
Droegkamp Company, Milwaukee ; 
A. P. Lamneck, W. E. Lamneck 
Company, Columbus; Paul L. Bier- 


sach, Consolidated Sheet Metal 
Works, Milwaukee; J. Harvey 
Manny, Manny Heating Supply 


Company, Chicago; Plair Quick, 
Quick Furnace Supply Company, 
Des Moines; George Harms, F. 
Meyer & Brother Company, Peoria, 
Illinois; H. W. Symonds, Symonds 
Register Company, St. Louis; F. L. 
Nesbit, Standard Furnace & Supply 
Company, Omaha; P. A. Johnson, 
Charles Johnson Hardware Com- 
pany, Peoria, Illinois; Howard Rob- 
inson and A. E. Bedau, Robinson 
Furnace Company, Chicago; D. E. 
Cummings, Thatcher Furnace Com- 
pany, Chicago; H. L. Jackson, 


Meyer Furnace & Supply Company, 
Milwaukee. 

R. W. Menk, J. H. Manny, D. E. 
Cummings, Blair Quick, A. P. 
Lamneck, George Harms, H. L. 
Jackson and F.L. Nesbit represented 
the Western Warm Air Furnace & 
Supply Association ; George Harms, 
A..P. Lamneck and A. W. Glessner 
the furnace fitting manufacturers ; 
George Harms, A. P. Lamneck and 
John Droegkamp, the National As- 





W. MENK, of the Excelsior 

¢ Steel Furnace Company, 
Chicago, and Chairman of the 
Joint Committee on Standardi- 
zation of the National Sheet 
Metal Contractors Association, 
the National Warm Air Heating 
and Ventilating Association, 
and the Western Warm Air 
Furnace and Supply Associa- 
tion, presided at the meeting of 
this committee held in the Sher- 
man House,, Chicago, July 10. 
The debate covered only the 
standardization of registers and 
furnace fittings, and from a 
study of the accompanying re- 
port of the meeting by Acting 
Secretary D. E. Cummings, of 
the Thatcher Furnace Company, 
Chicago, it will be seen that 
considerable progress was made 
by the committee along this 
line, which will not only tend to 
reduce the number of sizes 
necessary to carry in stock but 
also to standardize these sizes. 











sociation of Sheet Metal Con- 
tractors. 

Letters and telegrams from the 
following persons were read, all of 
which indicated great interest in the 
Standardization work and promised 
loyal support: 

O. A. Jones, United States Reg- 
ister Company; Allen W. Williams, 
National Warm Air Heating & 
Ventilating Association ; Prof. J. D. 
Hoffman, Purdue University; E. C. 
Fox, Independent Register & Man- 
ufacturing Company; L. J. Mueller, 
L. J. Mueller Furnace Company; S. 
Percival, Green Foundry and Fur- 


nace Company. 


Mr. Harms outlined the work of 
the Western committee while at the 
St. Louis National Convention and 
suggested that the joint committee 
continue from that point. 

A motion was made by Mr. 
Harms and seconded by Mr. Lam- 
neck that register box openings 
should be at least of equal capacity 
to the leader pipe. 

The motion carried. 

In the discussion which followed, 
Mr. Lamneck and Mr. Harms sub- 
mitted sample fittings, supporting 
their argument, and Mr. Nesbit 
cited paragraphs from the Omaha 
ordinance as an example. 

A motion was made by Mr. 
Manny and seconded by Mr. Gless- 
ner that 8x10-inch registers have a 
throat of 6%x105<-inch outside 
measurements, with 2'4-inch base 
extension. 

The motion was carried. 

A motion was made by Mr. 
Lamneck and seconded by Mr. 
Glessner that 9x12-inch registers 
have a throat 644x125-inch outside 
measurements, with 2'4-inch base 
extension. 

This motion carried. 

A motion was made by Mr. Man- 
ny and seconded by Mr. Lamneck 
that 10-inch leader pipes should 
have 10x13-inch register, with a 
throat opening 654x135-inch out- 
side measurements and 234-inch 
base extension. 

The motion carried. 

A motion was made by Mr. 
Harms and seconded by Mr. Lam- 
neck that 12-inch leader pipes 
should have 12x14-inch register and 
box, with throat opening of 85¢x 
1454-inch outside measurements, 
434-inch base extension. 

This motion carried. 

A motion was made by Mr. Lam- 
neck and seconded by Mr. Nesbit 
that 14-inch pipes should have 16x 
14-inch registers, with a throat of 
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115¢x145¢-inch outside dimensions 

and a base extension of 8 inches. 
This motion also carried. 

Man- 

ny to adjourn until 1:30, was sec- 


A motion made by Mr. 


onded by Mr. Wasson and carried. 
Afternoon Session. 

Chairman Menk called the after- 
noon session to order at 1:30, with 
nearly all of the committee mem- 
bers present. 

A motion was made by Mr. Nes- 
bit and seconded by Mr. Manny 
that registers with same base ex- 
tension be used in corresponding 
sizes for both first and second floor. 
This motion carried. 

A motion was made by Mr. Nes- 
bit and seconded by Mr. Lamneck 
that double head fittings carry the 
following size registers and pipe 
$x 10-inch—9-inch ; 9x12- 
inch — 10-inch; 10x13-inch — 12- 
inch; 12x14-inch—14-inch. 


This motion carried. 


collars: 


A motion was made by Mr. 


(;lessner and seconded by Mr. 
Johnson that an additional register 
size known as the 11x13-inch be 
made for 12-inch pipes use, to be 
optional for installations where a 
10-inch leader is too small and a 12- 
inch pipe too large for the room re- 
quirements. This motion was car- 
ried, 

A motion was made by Mr. 
Harms and seconded by Mr. John- 
son that furnace pipe manufactur- 
ers make only one size boot collar 
for the various box sizes according 
to following schedule: 8x10-inch— 
9-inch— 10x12- 
12x14-inch — 12- 
14-inch; 16x20- 


8-inch ; 9x12-inch 
inch — 10-inch; 
inch; 14x16-inch 
inch—16-inch. 

This motion carried. 

A motion was made by Mr. 
Harms and seconded by Mr. Nesbit 
that the following floor register sizes 
be adopted as standard: 8-inch pipe 
—8x10-inch register ; 9-inch pipe— 
9x12-inch register; 10-inch pipe— 
10x12-inch register; 12-inch pipe— 
12x14-inch register; 14-inch pipe— 
14x16-inch register ; 16-inch pipe— 
16x20-inch register. 

The motion carried. 

A motion was made by Mr. Man- 


ny and seconded by Mr. Harms 
that a copy of proceedings be for- 
warded to all register and pipe 
manufacturers for approval and ac- 
ceptance, also that representatives 
from each firm be invited to the 
next meeting which will be held 
with the Register Manufacturers at 
New York City Tuesday, Septem- 
ber 4, at the Waldorf-Astoria Hotel. 

This motion carried. 

A motion was made by Mr. 
Harms and seconded by Mr. Lam- 
neck that Mr. Menk be appointed 
chairman of the New York meet- 
ing. This motion carried. 

These resolutions concluded the 
active business of the meeting, but 
were followed by general discussion 
which was entered into by George 
Harms, H. W. Symonds, Howard 
Robinson, J. H. Manny, R. W. 
Blanchard. H.W. Symonds stated 
that in the event the standard sizes 
were adopted, he for one, would be 
willing to change his dies imme- 
diately to the various sizes recom- 
mended. Mr. Symonds’ statement 
was warmly applauded, as it was 
an indication of his sincerity and co- 
operation. 

George Harms stated that this 
standardization work was as impor- 
tant as the Code work, which was 
adopted some time ago by all of 
the various associations, and _ that 
he was greatly interested in follow- 
ing through the committee work to 
a conclusion. 

There also was some discussion 
started I sti- 
mate blanks and operation cards, 


regarding Standard 
but this was deferred by the chair- 
man until the next meeting of the 
\Western Association, 

After all had promised to attend 
the New York meeting if they pos- 
sibly could, Mr. Nesbit presented a 
motion to adjourn. 

In recording events of this meet- 
ing it will be noted considerable 
progress was made on standardiza- 
tion of registers and fittings, also 
that the meeting was an exception- 
ally enthusiastic one, and there is 
every indication that the work will 
be carried through to a successful 
conclusion. 
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Price Changes Hone Occurred 
on Floor Registers and Borders. 
As announced c-: page 65 of our 
issue of June 30, ihe price of Floor 
Registers and Borders has been 
changed, effective July 2, 1923. See 
page 42 of this issue for these 
changes. 


W. E. Nesbit Asks: ‘‘Shall 

There Be a Salesmen’s 

Auxiliary in Nebraska>”’ 
W. E. 


the Standard I'urnace and Supply 


Nesbit, Vice-President of 


Company, Omaha, Nebraska, has 
been asked to call a meeting of the 
representatives of the  Jobbers, 
Manufacturers and Distributors of 
sheet metal goods and kindred lines 
in Nebraska, in order to ascertain 
whether or not an _ organization 
could be formed to be known as the 
Salesmen’s Auxiliary of the Sheet 
Metal Contractors’ Association of 
Nebraska. 

Mr. Nesbit’s letter in part, to 
AMERICAN ARTISAN regarding the 
subject is as follows: 

“Such an organization is in ex- 
istence in nearly every state in 
which there is a Sheet Metal Con- 
tractors’ Association, and the two 
organizations have always served 
each other with mutual advantage 
and profit. 

“| should appreciate a letter from 
you outlining your views relative to 
forming such an organization, and 
whether you would be willing to 
hold a membership therein. 

“A meeting of the Sheet Metal 
Contractors’ Association of Ne- 
braska will probably be held in 
Grand Island on July 24, and I be- 
lieve that any tentative organization 
of the Salesmen’s Auxiliary should 
be made at that time.” 

“Yours very truly, 
“W. E. Nessirt, 
“Vice-President Standard Furnace 
& Supply Company.” 
At the bottom of Mr. Nesbit’s 


Some men boast they can’t be 
fooled twice in the same way, but 
there are a lot of other ways. 








letter there appear three questions 
which are undot ptedly addressed to 
those in the trade who would be 
eligible to meml-¢rship in the pro- 
posed organization. The questions 
are as follows: 

“Do you favor the organizing of 
a Salesmen’s Auxiliary of the Sheet 
Metal Contractors’ Association of 
Nebraska ? 
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“Would you take membership in 
such an organization if the latter is 
formed ? 

“Would you or a representative 
of your firm go to Grand Island for 
the purpose of helping to form such 
an organization ?”’ 

The question is open for discus- 
sion and it is up to you Nebraskans 
to express your views. 


Zideck Says Distant Room Problem Is a Real 
Problem for Gravity System Air Heat- 
ing Men to Solve. 


Thinks Solution of This Difficulty Will Do Away with Most 
Weighty Argument Against Furnace—Fans Not the Solution. 


Written Especially for AMERICAN ARTISAN AND HARDWARE RECORD by 
E. E. Zideck, Instructor in Charge of Sheet Metal Work and Allied 
Trades at the Lincoln Institute, New York City. 


N OUR issue for June 9, 1923, 
] pages 16 and 17, we published the 
sixth of a series of articles dealing 
with the solution of problems en- 
countered in connection with fur- 
naces. These articles are written 
by E. E. Zideck, and this, the sev- 
enth of the series, deals with the 
possibility of long and level pipes 
heating badly. 

Article VII. 

Reiterating, the troubles encoun- 
tered sooner or later in almost any 
of the older installations are the fol- 
lowing : 

1. Smoke and dust in rooms. 

2. Poor draft, due to defective 
furnace. 

3. Fire going out before re- 
feeding time. 

4. Furnace overheating the base- 
ment. 

5. Diminished heating results. 

6. Little heat out of much fuel 
used. 

7. Long and level pipes heating 
badly. 

The above defects were fully dis- 
cussed in the preceding six articles 
of this series. It was shown that 
the system itself is not at fault, but 
that the furnace maker and the in- 
staller are about equally to blame 
for the shortcomings of, and the 
troubles in connection with, the in- 


stalled furnaces which discredit the 
system among the general public. 

First, smoke and dust can not en- 
ter the living rooms if the firing 
apparatus, the casing and the ducts 
are tight. Both the furnace and the 
sheet metal parts must be tight. The 
one, if not tight, will discharge 
smoke and ashes into the casing; 
the other, if not air tight through- 
out, will suck in smoke and dust 
from the cellar. 

The leaky furnace, it was shown, 
either has been set up carelessly, or 
the overheating of it has burned and 
deranged its parts. And it was 
shown in connection that the over- 
heating of a furnace is not a natf- 
ural thing to happen, but that it is 
due to insufficient, inadequate and 


variously obstructed air passage 
around the firing apparatus. 
Secondly, more poor draft is 


caused by the furnace leaking than 
by the too often blamed chimney. 
The leaky furnace, as explained, is 
not a natural condition. It is caused 
by careless setting or by overheat- 
ing, which, in turn, is due to not 
enough air passing through the cas- 
ing. 

The same cause which makes the 
furnace carry smoke and dust into 
the rooms also diminishes chimney 
draft and is responsible for poor 
firing and non-combustion of fuel. 
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Third, the fire-going-out trouble 
again has its source in the leaky 
furnace. And a furnace can not be 
leaky unless it was set up that way 
or its parts became deranged. The 
furnace set up on a poor foundation 
will settle to one side after firing in 
it, and this certainly would loosen 
up the joints and make them leaky ; 
but mostly, the derangement of parts 
is due to heat not carried away as 
quickly as it is produced. 

Fourth, the hot basement is a di- 
rect result of the above referred to 
inability of the heat to move as rap- 
idly as the fire imparts it. It can 
not move unless carried by the air, 
and if the casing admits of little air 
passing through it; or, there are in- 
sufficient and obstructed air carriers 
to and from the casing; the heat is 
forced to remain around the firing 
apparatus and penetrate through the 
casing into the cellar. 

The heated casing and other sheet 
metal parts act as a stove placed in 
the cellar would. The cellar air gets 
heated by it. 

Fifth, there will be less or no heat 
above in the rooms if there is little 
or no air carrying it there. 

The fuel burning within the fur- 
nace produces a certain amount of 
heat particles which, in a properly 
designed system, impart themselves 
to those metal parts of the furnace 
facing, the air chamber (casing). 

If there is sufficient amount of 
air in the chamber to absorb the 
heat, and a sufficient air passage for 
the heated air to move upwards, the 
metal will impart the heat to moving 
air as quickly as it receives it. But 
if the air passage is limited or ob- 
structed, the heat will remain largely 
in the metal, burning it; and within 
the casing, which it penetrates and 
heats up the cellar. And, naturally, 
the heat retained in the metal, with- 
in the casing and in the cellar will 
be missed in the rooms. 

Diminished heating results may 
also be due to soot and ashes piled 
up in and covering up the interior of 
the furnace and its heat passages. 

Sixth, poor heating results may 
be due to a crust of soot coating the 
inside of the furnace metal. This 
crust acts as an insulator and pre- 
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vents the heat particles entering the 
metal. 

Poor results from continuous and 
much firing of fuel into the furnace 
usually are obtained if: 

(a) the soot crust coating or 
piled up ashes hinder heat penetra- 
tion ; 

(b) a leaky and deranged furnace 
permits of a continuous direct draft; 
and, 

(c) poor air travels through the 
casing and the pipes, in which case 
the heat is retained in the cellar. 

Seventh, the arrangement of 
pipes, short and long, upright and 
level ones, all from the top or from 
height upon the 
causes the heat to travel at an in- 


an equal hood 
creased speed, through the shortest 
and the most vertical of channels, 
and there is no heat left for the long 
and level pipes to carry. 

The hottest air pushes upward. It 
is the easiest route for it. Once it 
has found this route, it will push 
along it at as much speed as it is 
discharged by the furnace. 

None of the above troubles and 
defects is inherent in the system. 
And none is there which can not be 
remedied and done away with en- 
tirely. 

Number 1 is due to leaks in the 
furnace or the sheet metal parts. 
Stop the leaks, and there can be no 
smoke, ashes nor dust coming up 
from the fire or the coal or the base- 
ment doings! 

Use the return air or the outside 
air at will, but do not allow it to 
mix and be diffused with other stuff 
than the /icat, received from the fur- 
nace metal. 

Number 2 can easily be ascer- 
tained whether it is due to a bad or 
sooty chimney by disconnecting the 
smoke pipe from the furnace and 
trying a paper-fire within it. If the 
paper, loosely ’ inserted, flames up 
and is drawn in, there is nothing the 
matter with the chimney. The draft 
remedy must be accomplished with- 
in the furnace itself, and in ninety 
cases out of a hundred it will be 
found that the furnace is either full 
of soot or leaky. Remove the soot 
and stop the leaks and there wil! be 
plenty draft for the fire. 








Number 3 is caused by leaks in 
the furnace. By them, air is drawn 
in from within the casing, especially 
so when legitimate draft openings 
in the doors are shut. Sometimes 
there are leaks around the doors, 
checks, water pipes, and badly fit- 
ting parts of the furnace front. Stop 
these leaks and the furnace will re- 
tain fire as long as any other ap- 
paratus is expected to do. 

Number 4 relates to the furnace 
overheating and causing a hot base- 
It can be due to either a too 
insufficient move- 


ment. 
small casing or 
ment of air through it. 

In many instances the casing ap- 
pears large, of adequate capacity for 
the amount of air led into it, and 
still, if one measures and discounts 
the space taken up by the doors, the 
smoke outlet, the water pan, the 
cleanouts and other obstructions, the 
space for air to rise within the cas- 
ing will be found to be cut to a min- 
imum. 

It is not the amount of air the 
casing holds that counts. What 
counts is the amount of air that can 
unobstructedly move through it. 

It is this amount which should 
equal the amount of air, in cubic 
feet or inches, required in the vari- 
ous rooms. 

Too much stress is being laid 
upon figuring room contents and ex- 
posure and the sizes of pipes pur- 
ported to carry the required 
amounts of air, but no attention is 
directed to the fact that, if the cas- 
ing is too small, admitting of only 
one-half or less the required air to 
pass through it, all the large size 
pipes and ducts minutely figured out 
will do no good. 

Irrespective of what the rooms 
and their various exposures call for, 
only that amount of air can be led 
into and through the pipes which 
passes through the casing. 

The overheating furnace which 
causes the hot cellar, by its very 
overheating proves that it is capable 
of heating more air than either— 

(a) is admitted into the casing; 

(b) passes through the casing ; or 

(c) passes through the pipes. 

Ascertain which of the three it 
is. Either the casing is large 
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enough and it does not 


receive 
enough cold air through the supply 
duct; or the supply is sufficient and 
the casing passes less; or both the 
supply and the casing passage are 
ample and the trouble is in the too 
small, or too crooked, or otherwise 
inadequate warm air carriers. 
Both, the too small supply and the 
too small or inadequate pipes, can 
be remedied easily. Not so the too 
small casing. Here the rings must 
be larger, the smoke outlet, clean- 
outs and other 
through the casing made to fit it, 
Still, if the furnace overheats on 
account of the too small casing, it 
will pay to make the change and get 
the heat, otherwise lost into the 
cellar and damaging the firing ap- 
paratus, into the rooms where it is 


parts extending 


wanted. 

Numbers 5 and 6, relating to di- 
minished and poor heating results, 
have been shown to be due to either 
soot coating, leaky apparatus and 
continuous draft, or to the causes 
discussed under other numbers. 

The remedy consists in taking the 
furnace wholly apart, scratching off 
the soot crust and otherwise cleaning 
the metal, and in setting it up to be 
air-tight in every joint. 

If, after that, the furnace over- 
heats (there is a hot casing from the 
red hot metal within it), the other 
remedy with the casing should be 
resorted to. 

Seventh, in the gravity system of 
air heating the heat will go upward 
first and sideways second. And in 
oicer to insure the hot air traveling 
sideways, through the level pipes, 
all pipes must be equally level. 

In a system having different level 
(and length) pipes, the more vertt- 
cal pipes (and the shortest pipes) 
will be favored by the heat. It will 
enter and travel through these rap- 
idly, rather than enter and travel 
through all the channels provided 
for it, slower. 

As it is almost impossible to in- 
stall a system with all pipes on an 
equal level; and as there is at least 
one long and level pipe in every in- 
stallation; the other pipes being 
shorter and more upright; it is cer- 
tain that the room or rooms having 


















July 14, 1923. 


the less favored connection will be 
heated Jess—if at all. 

The distant room problem is a 
real problem for the gravity system 
air heating men to solve and do 
away with the most weighty (be- 
cause well founded) argument in 
disfavor of the furnace. 

The use of fans in connection 
with the furnace is not a solution 
of the problem. If we are to use 
blowers to force the air, we might 
just as well use radiators to heat it 
and discard the furnace altogether. 

The furnace system requires the 
air to travel automatically. It must 
of its own force find its way into 
the furnace air chamber (casing), 
and of its own force, when heated, 
must it travel to where it is wanted. 

Its travel, both ways, must be 
facilitated by whatever non-mechan- 
ical means there are available. Other 
means, such as fans and blowers 
would make of it another system. 

That the gravity system works is 
best exemplified by the pipeless fur- 
nace. In this apparatus the air 
travel, both ways, has a push and 
a force far greater than is required 
of it. And we need only to apply 
the single-pipe principle to the mul- 
tiple pipe system to obtain satisfac- 
tory results from the long and level 
pipe connection. 

Accordingly, each pipe should 
have its own air chamber at the fur- 
nace to draw its quota of heated air 
from it. If the air chambers are 
separate and tight, the air entering 
them from below can rise, when 
heated, in one direction and through 
one pipe only. 

In remedying the distant room 
trouble in already existing installa- 
tions the above principle has been 
applied, partially at least, by build- 
ing compartments into the hood, 
each compartment being as large as 
required by the size of the pipe 
which it fed. 

By building these compartments 
low enough to permit of no air go- 
ing from one side of the casing to 
the other and escaping through the 
shorter pipes, the compartments 
feeding the long pipes leading into 
distant rooms were receiving their 


quota of air from the casing and 
passing it on just as readily as the 
other compartments did through the 
shorter runs. 

(To be continued ) 


Nothing Like Having Your 
Friends Rooting for You. 

Comes the following letter in ap- 
preciation of our work from J. J. 
Daugherty, Warm Air Heating and 
Ventilating, 628 Main Street, Ham- 
ilton, Ohio: 

To AMERICAN ARTISAN: 

You will please find herewith our 
check to cover another year’s sub- 
scription. We _ find AMERICAN 
ARTISAN the best investment of two 
dollars that can be obtained any- 
where. 

Sincerely yours, 
Ropert J. DAUGHERTY. 


Instructive Catalogue No. 4 Out, 
Containing Valuable Information 
on Simplified Furnace Fittings. 

Containing as it does a ground 
plan and a photograph of the new 
4-story Lamneck plant, which the 
company says contains 130,000 
square feet of floor space, the cata- 
logue No. 4 on Simplified Furnace 
Fittings of the W. E. Lamneck 
Company, Columbus, Ohio, is ex- 
ceptionally interesting and attrac- 
tive. 

The catalogue is 5'4x10 inches 
and contains 98 pages, exclusive of 
the covers. It is highly descriptive 
and contains about everything any- 
one would want to know about warm 
air furnace fittings, such as pipe, 
registers, boots, etc., together with 
extensive price lists. Considerable 
space is also given to the Double 
Wall Non-Vented Safety Pipe, to- 
gether with wall stock angles and 
elbows, and double tees and re- 
ducers. 

More extensive information can 
be had by writing the W. E. Lam- 
neck Company, Columbus, Ohio. 





One thing a man can’t understand 
is why his enemies have so many 
friends. 
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Reminding Bill That He 
Has a Furnace Needing 
Attention in His Basement. 

The accompanying advertisement 
is a reprint from the Aurora, IIli- 
nois, Beacon-News and is an appeal 
for furnace repair work, etc. 

That Mr. Stowell recognizes the 
necessity of impressing upon the 
mind of the public the requisite for 
doing good work is evident from the 
heading of the ad. Unless people 
are constantly told where they can 
obtain high-class work and service 
at a reasonable price, and reminded 
of the utility value of having their 
furnace repair work done at a cer- 


EN who un- 
derstand the 
importance of fur- 
nace installation 
besides furnace 
quality . 


Let 
Jack Stowell 


make it hot for you 
PHONE 2964 
14 South LaSalle Street 





tain time, they are prone to let it 
slide by until they need the furnace 
again; then they wake up and find 
that other people have also pro- 
crastinated and as a consequence the 
furnace repair man is hard pushed 
with rush orders when cold weather 
comes on. 

This ad is a very good gentle re- 
minder that there is a furnace in the 
basement which may or may not 
need attention, and that Jack Stow- 
ell is the man to see about it. 

It takes good, strong, persistent 
effort to overcome the human in- 
ertia, and Mr. Stowell is on the 
right track to do this. 





Don’t delude yourself by thinking 
you are deluding your employer if 
he does not constantly call your at- 
tention to your business faults. 
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Gunton Says That with So Many Installers 
Disagreeing, a Pipeless Job Will Not Do. 


So He Offers Plan for Pipe Installation Which 
He Claims Is in Accord with Standard Code. 


HEN doctors disagree, it is 
time to make arrangements 
with the undertaker, is an old saying, 
but. it does not exactly apply in the 
case of that interesting pipeless fur- 
nace problem presented by George 
W. Turton, for in each case a fea- 
sible solution has been furnished by 
the many installers who have con- 
tributed to this discussion. 
However, \W. Gunton, Heating 
Engineer of R. J. Schwab & Sons 


As it will soon be time when it 
will be necessary to have heat in 
this building, | would suggest that 
we abandon the pipeless system and 
that we heat the job with a pipe sys- 
tem, believing that we will have less 
trouble in agreeing on a satisfactory 
layout. 

We are offering a sketch showing 
a layout for a pipe system, the reg- 
isters and leader pipe area being 
figured according to the code adopt- 
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Gilt Edge furnace having a rating 
of leader pipe area of 600 square 
Yours very truly, 

W. GUNTON, 
engineering Department. 
R. J. Scuwas & Sons Company, 


inches. 


Rural Free Delivery a Help 
to Create New Business. 


Many of the small-town mer- 
chants who suffer severely from 
mail order competition could do con- 
siderably more business if, instead 
of sitting back and bewailing their 
fate, they got busy and fought fire 
with fire. This assertion was made 
recently by an authority on mer- 
chandising methods, who went on 
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W. Gunton Shows How He Would Heat George W. Turton’s House. 


Company, thinks that after all that 
has been said and shown, the best 
solution is to discard the pipeless 
proposition altogether and install a 
real pipe job, as per the following 
letter and accompanying illustra- 
tion: 

To AMERICAN ARTISAN: 

We have been very much inter- 
ested in the articles on the problem 
of George W. Turton’s pipeless job, 
as published in your magazine at 
different times during the past six 
months, and we are of the opinion 
that since it is impossible for the 
high class heating men, who have 
been commenting on this job, to 
agree, there must be something 
wrong with a pipeless system for 
this type of building. 


ed by the National Warm Air Heat- 
ing and Ventilating Association, as 
well as several other Associations. 
Notations of measurement are 
shown in each room. 

This layout shows a double heat- 
ing system. That is, a room on the 
second floor being heated in connec- 
tion with one on the first floor. The 
register box and boot on first floor, 
also the leader pipe being of suff- 
cient size to heat both rooms. With 
this method of heating there are less 
pipes in the basement, also less fric- 
tion and cooling surface. 

According to this layout, the total 
leader pipe area for this job is 575 
square inches; the total area of cold 
air being 600 square inches, and we 
recommend for this job a No. 537 


to say that the postal system of the 
United States is the finest ally any 
small-town could ask. 
Every merchant who is a citizen, 
this authority said, has the right to 
be supplied by the postmaster of his 
place with the number of mail boxes 
on each R. I. D. route running out 
of it. The postmaster is not re- 
quired to supply the names of the 
persons living along those routes, 


merchant 


but he is required to deliver all let- 
ters addressed, for example, “Box 1, 
Route 3.” With the farmer’s pre- 
dilection for reading everything that 
comes to him, there is little reason 
why merchants in these places 
should fail to get their sales mes- 
sages across as easily as the big mail 
order houses do. 
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Warm Air Furnace Installer Takes Ad- 
vantage of Available Advertising Space 
Where His Furnaces Are Be- 
ing Installed. 


Aids Installer in Keeping Name of Furnace Before Public by Supply- 
ing Him with Signs to Be Placed upon Buildings Under Construction. 


S YOU know, the consensus of 
A opinion among merchants and 
advertisers generally is that the bill- 
board, strategically placed along a 
well-traveled thoroughfare, is one of 
the best forms of advertising, for 
the reason that it is read repeatedly 
by pedestrians and those who travel 
in vehicles of any kind. 

The supremacy of this form of 
over other forms is 
fact that 
wishing to advertise and having a 


advertising 
proved by the everyone 
vacant space available does it. 


What does the sign “Post no 
bills” on all telegraph poles, etc., 
mean if not that display space of 
this sort is at a premium? 
Accordingly there has sprung up 
among manufacturers and builders 
the practice of placing a sign on a 
building under construction to the 
effect that “this building is being 
equipped with a particular make of 
furnace or boiler,” etc. This form 
of advertising is very good, because 
at no time or place where the firm 
name or the furnace name appears 
highly 


does it receive as concen- 


trated attention as when it is on the 


building under construction. Here 
the sign is removed from all possi- 
ble distractions ; it has no other ad- 
vertising matter with which it must 
compete. Therefore, each person 
who sees it reads it with undivided 
attention. 

This mode of advertising is 
usually done by the manufacturer 
through the installer. The accom- 
panying reprint of an advertisement 
of this type furnished by the Utica 
New York. 


four of 


Heater Company, Utica, 
The firm has a series of 
these signs which are constructed 
of a heavy paper and are held in po- 
sition by cleats or tacks around the 
edges. 

In addition to the good features 
mentioned of this form of adver- 
tising, there is one other and per- 
haps the most important of all; it 
opens the way for decisive action on 
the part of the prospective customer. 
furnaces 


The man interested in 


sees the sign and he immediately 
makes a mental note of it for future 
When the 


completed, he goes to it and inspects 


reference. building is 


the system in action and draws his 


HEALTHFUL HOME HEATING 


WITH THE WONDERFUL 


“~ NEWIDEA 


| PIPELESS FURNACE 


The np 9 ve Heard So Much — 


SAVES{ LA 


ABOR 


PROVIDES { comron 


XPENSE HEALTH 


Utica WY. UTICA HEATER COMPANY Cuicaso, lit. a 


Illustration Shows How Installers May Make 





Use of a Highly Concen- 


trated Form of Advertising. The Original of This Illustration Is 20x40 
Inches, in Colors Which Attract Attention Quickly. 
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own conclusions. There is no dis- 
puting a system that is turning out 
satisfactory results. Then, too, 
after the system has been tried out 
under certain cold weather condi- 
tions he can make a second inspec- 
tion, getting from the owner a 
statement of fact regarding the sys- 
tem. If the owner is pleased, which 
he is bound to be with a system 
constructed on scientific principles, 
his recommendation is worth more 
to the prospect than 


Why ? 


man owns one, has tried it out and 


almost any- 
thing else. Because the 
found it to be all that it was said 
installer. Having 
tried the system, the owner has fig- 


to be by the 
ures on its cost of operation, the 
service he gets from the installer 
together with the frequency and cost 
of repairs. 

The posters in question are about 
20x40 inches over all and the pre- 
dominating color is generally red or 
yellow. There are instances where 
the lettering is white on a black 
background with large letters, and 
yellow letters on a black background 
for the small lettering. However, a 
combination of red and yellow gen- 
erally predominates. 

The letters are large enough so 
that they can be easily read from 
the street and only sufficient in num- 
ber to give the reader an intelligent 
understanding of what it’s all about 
and to arouse interest. 


Wage Increases Are Net 
Unmixed Blessings. 

The recent wage increases 
in two different ways. 


are be- 
ing viewed 
According to the optimistic business 
observer they point to enormous buy- 
ing power and thus foreshadow ex- 
cellent trade conditions in the fall. 
view, 


The dissenters from this 


however, see in these high wages the 
higher prices. The 


maintain, may be 


necessity of 
wage-earner, they 
able to pay the higher price, but 
other groups of producers, and espe- 
cially the farming population, will 
not be able to do so. They are firm 
in their opinion, therefore, that 
some sort of readjustment is neces- 
sary if our prosperity is to last. 
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The Design of Furnace Canopies Can Be Varied Con. 
siderably, Often Inclining the Branches and Making the 
Top of The Hood Concave. 


Pattern Shows Hood Has a Straight Ridge on the 
Bottom. Concave Top Permits Filling With Sand. 


Writtea Especially for AMERICAN ARTISAN AND HARDWARE ReEcorD by O. W. Kothe, Principal, St. Louis 


URNACE canopies can be 

made in quite a number of 
different designs, of which the one 
we here show, has been suggested, 
where only two pipes are to lead 
off from it, possibly in trunk lines. 
Observe in the plan of the eleva- 
tion how the branches incline and 
how the top of the hood is con- 
caved, in order to enable filling it 
with sand as a-A-B. The hood has 
a straight ridge on the bottom, 
which helps in the developing. 
First, draw the elevation, making 
the inverted cover to its desired 
pitch, and then adding the rectang- 
ular pipes, placing them at their 
desired inclination. This enables 
finishing the elevation. 

After this we develop lines into 
the plan and treat part of it as a 
square to round and the other part 
as a hood off center. Triangulation 
must be used throughout the de- 
velopment. So, when the outline of 
plan is drawn, divide the distance 
from 1 to 8 into any number of 
equal spaces and draw lines to the 
points A and B. 

Next, divide the distance, a-8, in 
equal spaces and draw lines to the 
corner D. Observe this latter can 
be developed the same as a square 
to round. We now develop the 
true lengths by extending a line 
from A-B to T-7 and we let from 
the heights represent the distances 
H”, H’ and H. On these altitudes 
we develop the pattern “M.” So 
from plan pick the lines from B-1- 
2-3-4, etc., to 7 and set as T-1-2-3, 
etc., to 7. Then pick the lines A-7 
and A-8 and also set on this line, 
as T-7’ and T-8. Now to add the 
two inside pieces for the branch, we 
pick the line 8-E from plan and set 





Technical Institute, St. Louis, Missouri. 


as H-E in diagram and draw lines 
to H”. Next, we pick line A-E 
and we set as T-A and draw line 
to H”. Then pick F-a from the 
plan and set as H-a and draw lines 
to H”. This gives all the true 
lengths necessary in developing the 
pattern “M.” 

Now, on the other side of eleva- 
tion we develop the true lengths for 
the outside parts of the branch, as 





Advertising Does 
Pay 


Advertising, properly directed 
and placed, is the light and the 
signboard of productive in- 
dustry. The business man who 
thinks he can get along without 
advertising is as backward as 
the man who thinks he can 
manage without light, or a sign 
to invite custom. 


Don’t let your business be 
held back by the barnacles that 
suck its power from the bottom. 


AMERICAN ARTISAN AND 
HARDWARE RECORD goes 
into the highways and byways, 
carrying reliable information to 
those searching it, and ferreting 
out markets for your goods. 


Let American Artisan tell 
your story where you want it 


told! 











in pattern “N.” So, we pick the 
distances as D-a-b-c, etc., and set 
them off on a line p-a-b-c, etc. We 
next draw to the height h and we 
have those true lengths. Observe 
the space t-e is the same as 8-e and 
is already in the right hand diagram. 

To set out the pattern “M,” draw 
any line as A-B and set one pair of 
dividers to one of the spaces in the 
plan as 6-7, set another pair of di- 
viders equal to two lengths H”-7 
and H”-7’ and, using A and B as 
centers, strike and cross arcs in 
point 7. Then strike small arcs 6 





and 8 and cross these with true 
length H-6 and H-8. Then repeat 
this method until B-1 is established. 
To add the sides of pipes, set di- 
viders true length H”-E and, using 
H in pattern as center, strike an arc, 
as at E. Next pick true length 
A-H” and, using A in pattern as 
center, cross arcs in point E. Next 
pick the plan line E-F and, using E 
in pattern as center, strike arcs, as 
at F. Then pick the line A-E from 
elevation and from A cross arcs in 
point X. Next pick the line D-E 
from elevation and, using F as cen- 
ter, strike an arc, as at C. Next 
pick the line a-H” from diagram 
and strike an arc, as at “a” in the 
pattern. Also pick the line A-D 
from elevation and, using A in pat- 
tern as center, cross arcs in point C. 
Now pick line D-a in elevation and, 
using C in pattern as center, cross 
arcs in point a. This will enable 
you to draw lines through all points 
where arcs cross and this much of 
the pattern is finished. 

The pattern for the balance of the 
pipe is laid out the same as any 
square to round transition piece, as 
“N” and hardly needs any further 
comment. 

See opposite page for working 
drawing referred to in this article. 





United Sheet Metal 
Contractors to Meet at 
Hardware Club July 26. 


The United Sheet Metal Contrac- 
tors of Chicago will hold a meeting 
Thursday, 8 p. m., July 26, in the 
Hardware Club rooms, State and 
Lake Building, Chicago. 

Important matters will be taken 
up at this meeting and it behooves 
every member to be present. 
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Working Drawing Shows How a Furnace Canopy Can Be Made Where Only Two Pipes Are to Lead From It. 


Michigan Sheet Metal Men 
Plan for Week's Boat Trip 
as 1924 Summer Outing. 
In spite of the fact that the 1923 
Outing of the Michigan Sheet Metal 


and Roofing Contractors’ Associa- 
tion has just passed into history— 


and incidentally, it was by far the 
most successful one in the history 
of the Association—plans are al- 
ready being made for the 1924 Out- 
ing which is to be in the form of 
a week’s boat trip on Lake Erie, 
Lake Ontario and the St. Lawrence 
River, with stops at Buffalo, Ni- 


agara Falls, Toronto, Montreal and 
Quebec. 

The cost will not exceed $100.00 
per person, and this includes, Sec- 
retary F. E. Ederle states, all nec- 
essary expenses except breakfast, 
this rate being based on two people 
occupying a double berth on the boat 
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and a double room in hotels. 

The trip will be made during the 
last week of July, 1924. 

Secretary Ederle further states 
that members may start paying in- 
stallments on the $100.00 now, with 
the understanding that if for any 
reason a member may not be able 
to go, whatever he has paid in will 
be returned to him. 

Reservations should be mailed to 
F, E. Ederie, 1121 Franklin Street, 
Grand Rapids, Michigan. 





W. A. Whitney Company 
to Add Two More Punches 
to Their Line. 


“Arguments with a Punch in 
Them” is the title of a pamphlet 
issued by the W. A. Whitney Manu- 
facturing Company, 715 Park Ave- 
nue, Rockford, Illinois, describing 
the Whitney Lever Punch. 

The pamphlet is exceedingly de- 
scriptive of the article offered, show- 
ing the punch in all of its various 
positions. 

The company states that these 
punches save moving the jobs to the 
shop, as they can be used anywhere 
with or without a vise. 

They also state that they 
equipping their plant to enable them 
to add two more new punches to 
their line. 


are 


For further information write to 
the W. A. Whitney Manufacturing 
Company, 715 Park Avenue, Rock- 
ford, Illinois. 





Whitman Wants to Know How 
to Stop Extraordinary Noise in 
His Sheet Metal Shop. 


Here is a chance for some of you 
sheet metal men to help out a 
brother who needs a bit of advice. 
He says that there is some condition 
in his shop which causes an unusual 
amount of noise whenever work is 


going on. 
C. M. Whitman, —————, Ok- 
lahoma, one of our subscribers, 


writes as follows: 
To AMERICAN ARTISAN: 

We have just moved into our 
new, brick and stone building and 
have a very fine sheet metal shop. 
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The room is 25 by 84 feet, with a 
ceiling of 14 feet, well lighted with 
four skylights, 4 by 8 feet, and a 
ventilator at each end. The floor is 
first class cement, smooth as a drum. 
There is a large steel plate sunk in 
the cement, level with the floor. 

We have a single door front en- 
trance and a sliding door for the 
driveway in the rear, so that our 
truck can be driven into the shop 
for loading and unloading. 

Forty-four feet from the back, is 
the real shop. There is a partition 
with an opening, 8 by 14 feet, to 
let the air circulate through the 
building. 

In the rear wall we have metal 
window on a center pivot, light com- 
ing through a glass surface of 7 by 
22 feet. 

What I want to know is how to 
stop the vibration of sound which is 
so loud that you cannot hear your- 
self talk in the front part when 
work is going on in the shop. 

If any of your readers know how 
to deaden this noise, | would surely 
like to hear from them. 

I appreciate AMERICAN ARTISAN 
very much. It is the first of the 
trade papers I take to tell me if 
prices are up or down, and | buy 
my goods according to its price quo- 
tations. 

Yours truly, 
C. M. WHITMAN. 
Oklahoma, July 2, 


1923. 





Offices of Durex Chemical 
Corporation Are Moved to 
160 Front Street, New York City. 


The offices of the Durex Chemi- 
cal Corporation, manufacturers of 
Barium Products, have been moved 
to 160 Frent Street, New York 
City. 

It is also announced that at the 
recent election of officers the follow- 
ing were chosen: 


President—Edgar Palmer. 

Vice-President—A. P. Cobb. 

Secretary—Albert B. Schultz. 

Treasurer—H. S. Wardner. 

E. V. Peters has been appointed 
General Sales Manager. 
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C. F. Beatty Appointed 
Advertising Manager of 
New Jersey Zinc Company. 

E. V. Peters, General Sales Man- 
ager of the New Jersey Zinc Com- 
pany, 160 Front Street, New York 
City, announces that C. F. Beatty 
has been appointed Advertising 
Manager of the Company, effective 
July 2, 1923, in place of C. A. Sted- 
man, who enters the eastern sales 
department, handling the sale of 
products of the Company and its 
subsidiaries in the New Jersey, Phil- 
adelphia, Baltimore and Washing- 
ton territory, reporting to F. C. 
Fuller, Manager of Eastern Sales. 





Ten Kinks Tersely Told 
by L. S. Bonbrake. 


1. Leaks are often found, caused 
by the metal flask being too low. 
Water will seep in from capillary 
attraction or splash over it. 

2. If the smoke stack on a chim- 
ney has not the proper draft and 
has a rain cap on its top end, knock 
the cap off, it obstructs the draft. 

3. A hard cement for an emer- 
gency can be made with one part 
each sand and coal ashes, sifted, two 
parts flour. It takes longer to 
harden than most cement. 

4. When the draft of a furnace 
is so strong that the “draft check” 
will not subdue it, pull out the soot 
pan in the chimney. 

5. Add a cup of vinegar to a 
gallon of ordinary flour paste, then 
notice the great improvement in 
sticking quality. 

6. To avoid collapse when “sand- 
ing” a flat top furnace dome, punch 
a small hole in its center, run a wire 
through, nail to joist above. 

7. A quick flip with a_ long- 
pronged pair of pliers will quite 
often a make a fold in roof -flash- 
ing or gutter that will save a cut, 
lap and solder. 

8. If a valley in the roof leaks, 
get into the attic and see if the metal 
has been pressed down between the 
lath; it may sag down from other 
causes. 

9. In going through a basement 
wall with steam or furnace pipe, use 
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a loose collar for the pipe to pass 
through. Close each end with a 
ring to fit (as a soot catcher) and 
save future annoyance. 

10. Weatherboarding let down 
tight upon the flash of an abutting 
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shed roof will hold soot and dirt 
which, combined with rain water 
will form an acid; this acid will turn 
the metal to a mass of rust. See 
that siding is kept up from corner 
of tin flash to brushout and paint. 


Gust Krack Knows That It Pays to Advertise 
Sheet Metal Work and Furnace Installation. 


He Has Been in Business in Erie, Pennsylvania, 23 Years, but Still 
Feels That Everybody Does Not Know,Him, Nor What He Does. 


HEORIES may be all right 

and may work out fine in 
practice, but the only real proof of a 
pudding is in the eating thereof. 

So when Gust Krack tells you 
that advertising is profitable for 
sheet metal and furnace contractors, 
what he has to say is of real impor- 
tance, because he is talking from ex- 
perience—he knows that advertising 
brought his furnace business up 
from less than one hundred and 
fifty in one year, before 1920, to 
over four hundred in 1922, and this 
year he will exceed that number by 
another hundred. 

Mr. Krack told of his experience 
during the recent sheet metal con- 
vention in St. Louis, and illustrated 
his remarks by stereopticon repro- 
ductions of some of his advertise- 





W. G. Altman, the 
Fane weather 
prophet, is, predict- 
ing a long, hard win- 
ter. 


But with all due re- 
spect to Mr. Altman 
and his predictions, & 
no winter is either 
hard or long if you 
are provided with a 
Krack furnace that f 
is absolutely guaran- 
teed to heat the en- 
tire house up to 70 
degrees, even in zero 








ments. These advertisements were 
all of one size—1 column wide and 
four inches deep—and a different 





one was used every day during the 
whole year. 
Here is what Mr. Krack said: 
My experience in advertising 
sheet metal work, roofing and fur- 
naces has been about the same as 





J 
| 


a a 
0 Discussions 


This is the season 
of the year when you 
can bay a lot of 
things you don’t 
want for almost 
nothing. 

There’s a year- 
round price on the 
Krack furnace. It ig 
absolutely guaranteed 
to heat the entire 
house up to 70 de- 
grees even in zero 
weather. Guaranteed 
too, as to castings, 
and to be dust, gas 

and smoke proof. 








the average merchant, with the ups 
failures and successes 





and downs 
—but I am thoroughly convinced 
that a consistent, persistent use of 
small space in the daily papers 
brings the best results. 

My idea is not to run a splash 
advertisement asking people to drop 
the newspaper — run to the tele- 
phone—call Gust. Krack & Son— 
and say “Send me out a Krack fur- 





nace at once.” 
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I am terribly jealous 
of my reputation as a 
furnace maker. 


With more than 2,000 
Krack furnaces install- 
ed in Erie homes and 
giving perfect heat sat- 
isfaction, I cannot af- 
ford to have a single 
furnace go wrom@;. 


That’s why I 
antee every one—that’s 
why I insist that my 
heating engineers go 
thoroughly over the 
home and make plans 
before the furnace is 
actually installed. 


And that’s the reason 
for Krack success. 





| know this cannot be done. 

All the advertising in the world 
would not induce a man to take 
headache tablets if he does not have 
a headache, therefore all the adver- 
tising you could write will not tempt 
a man to buy a roof or furnace if 
he does not need one. 

By consistently giving some inter- 
esting data on roofs and furnaces, 
telling our policy and of the service 
we render to our customers, coupled 





a @ 
4 Discussions 


Ever watch a small 
boy? He’s never 
idle! When he hasn't 
anything else to do, 
he eats a little. 

Some furnaces are 


like that—when they 
haven't anything else 
to do they eat up a 
little coal. The scien 


tifically constructed 
Krack furnace burns 
& minimum of coal 
while giving maxi- 
mum heat. An iron- 
clad guarantee goes 
with each one. 














24 AMERICAN ARTISAN 


i; 
; Growth 


For a period of 
-23 years the Krack 
organization have 
been constructing 





roofs in Erie; and 
our steady growth 
from a small shop 


roof call for the ad- 
vice of our experts 
—it has paid others 
—it will pay you. 


i 

t 
. to the present large 
“' plant testifies to 
the satisfaction we 


have given our cus- 
tomers. 
When you need a 





with a strong display of our firm 
name, we are getting benefits from 
our advertising far in excess of the 
cost to us for the space used. 

We must remember that advertis- 
ing is not an exact science where you 
measure out so many inches of space 
and get exactly so many scales, but 
it has been demonstrated again and 
again, that if your goods, prices and 
service are right and you continu- 
ally, faithfully, tell your story in an 
attractive manner, that will compel 
the attention of the readers, and if 
the message you present is honest, 
and your statements all correct, you 
will over a period of time get ex- 
actly the results anticipated, and 
often the results will be larger than 
you expect. 

In these days of strong competi- 
tion we must use every endeavor to 
make our service, and merchandise, 
just a little better than our competi- 
tors—and we must make our adver- 
tising better, too. This does not 
mean that we must spend more 
money for advertising than the 
other fellow, but it does mean that 
our advertising must be more at- 
tractive, more compelling, and that 








it must plant some idea or desire in 
the average reader’s mind for our 
product. 

We started in our present cam- 
paign last August with the use of 
quasi-humorous copy — with the 
idea of getting the readers of the 
daily newspapers to follow up the 
series. In this we were successful, 
and when we had the attention, we 
gradually turned this into more in- 
formative copy, and presented our 
message in all its different phases. 

Our copy is also designed to keep 
the name of Krack in the front 
ranks at all times, even if the daily 


~‘ 


os 






Tin 


—and metal roofs have 
been one of the ruling 
favorites for years, 
among men who count 
maximum protection 
and minimum cost. 


When you purchase a 
good tin roof from a re- 
liable builder you are 
buying a long lived roof 
and one that is absolute- 
ly proof against weather. 


If tin is your prefer- 
ence we would be glad 
to quote you prices. 


ee: 


EN 47 


Gust. Ki 


Co Son 


== 


reader of the newspaper does not 
read the message, still he sees it and 
mentally registers “Just another 
Krack Advertisement.” 

In this way we will endeavor to 
make the name Krack a synonym 
for roofs, or furnaces, so when peo- 
ple think of a roof or a furnace they 
bring to mind Krack oftener than 
that of our competitors. 

I prepared a few stereopticon 
views which I will show—they are 
one column—4” to 5” long, and as 
you will see, the copy is changed 
every day. 
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Those shown all appeared in our 
English paper. 

Others were used in our local 
papers printed in the foreign lan- 
guages, such as German, Polish and 
Italian. 

Advertising is simply talking to 
your customer, or possible customer, 
on paper as you would in person if 
you could reach them, and as sta- 
tistics show—% of the population 
of America is foreign speaking, 
For instance, New York City has 
the largest Jewish population; Chi- 
cago the largest Polish population 
in the world and in my home town, 
Erie, with 100,000 population, 27% 
are German, 15% Italians and 20% 
Polish, which is over 50% of the 
entire population. 

The American knows from in- 
fancy the advantage of a modern 
heated home, but it is our duty to 
educate the foreign born to our 
modern way of living. 

With this in mind I started to use 
the foreign language press, as from 
my own experience I knew that the 
only way to appeal to these people 
is through their own language. The 
majority of the foreign born people 


Roofing 


in the past has been 
rath a hit or miss 
proposition — any one 
could lIny ai roof, so 
people said, and any one. 
did—soon ithe roof laid 
was any kind of a roof. 

Today all this is 
changed, home builders 
are taking final cost into 
consideration- and buy- 






L 
ing a roof from experts 
and having it con- 
structed by mechanics 
who know how. 
When you come to us 
for a roof you get the 
ndvice of men who have 
been at the roofing busi. “ 
ness for °*23 years. and j 
know the best roof for 
you under the condi- 
tions you have to meet. 
Ask our advice, it is 
free and you are not ob- 
ligated to buy. 
/ 














have become distrustful through 
misrepresentation on the part of 
some dealers; therefore if an article 
of good quality is explained to him 
in his own language, he will be a 
ready buyer. 

I also used theatre programs sys- 
tematically, and the results obtained 
from them are very satisfactory. 
As you noticed by the last picture 
shown, these ads vary from those 
appearing in the newspapers. The 


— 


The Copper 
Roof 


is a roof of beauty as 
well as 2 roof of per- 
manence, The numerous 
advantages of a copper 
roof have not been sold 
to the public until late- 
ly. but the new copper 
shingle has made a de- 
cided change 


in roof a 
construction of the pres- 
J ent day 

The moderate first 
cost—no repairs—beau- 
tiful coloring—fireprooft 
and lightning protective 
qualities make it a roof 


you should investigate 
before buying. 

We are in a position 
to construct copper roofs 
at very moderate cost 
and insure a weather. 
proof roof that will last 
indefinitely. 


es 
Gust. “ Keacke 


& -Son 





nature of the program copy must 
differ from the newspaper copy: 
The most important factor in thea- 
tre program advertising is not as 
much the contents, but the attrac- 
tiveness of the make-up. 

Now, in regard to the advertising 
of some of our larger furnace 
manufacturers: Some are spending 
fabulous sums for advertising in 
periodicals and magazines. While 
I do not wish to underestimate the 
value of this magazine advertising 
of certain articles, I do think that if 
these Manufacturers would adver- 
tise more in our trade journals, 
which are read by all sheet metal 
and furnace men, select a competent 
dealer in each locality, engaged in 
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the legitimate business, and then co- 
Operate with him in starting an ad- 
vertising campaign in his local news- 
papers, far greater results would be 
obtained. 

I wish to particularly call your at- 
tention to the use of the foreign 
language newspapers. This is a 
field that has scarcely been touched. 
We have millions of people in this 
country speaking a foreign tongue, 
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who are making themselves good 
citizens of our country. These peo- 
ple are as anxious for the com- 
forts of modern home as any of our 
own people. To sell them it is 
necessary to give them some good 
educational advertising in their own 
language, as they read and believe 
their mother tongue newspapers al- 
most as implicitly as a Christian 
reads and believes his Bible. 


To Go Into Debt Is Beneficial If You Know 
How to Go Into Debt, Says Greenberg. 


Take Advantage of Credit Facilities in Order That You Will Be 
Able to Compete with Better Equipped Business Competition. 


Written Especially for AMERICAN ARTISAN AND HARDWARE RECORD by 
J. C. Greenberg, Cleveland, Ohio. 


ACK KENNEY was trying to 

solve a big problem in which his 
good wife took a hand. Jack, like 
all ambitious husbands, tried to pull 
a clever stunt. He wanted to buy 
an automobile for “family” use, but 
his wife objected. She was one of 
those saving souls that always 
wanted to “have money in the 
bank,” but she carried this idea too 
far. At any rate, when I came in 
the argument suddenly stopped. 
You know how it is when you argue 
a “family” affair in your place of 
business. You hate to have any- 
body know anything about it. The 
silence was so oppressive that I felt 


uneasy, so I said to Jack: “I'll be 
in this afternoon,”’ and smiling to 
Mrs. Kenney, I remarked; “Just go 


ahead and argue it out whatever it 
is. It is best to settle these little 
family affairs at once rather than 
have a hang-over and argue all 
week.” 

As I turned to leave, Mrs. Ken- 
ney said: “I wish you would stay 
right here. Jack and I are arguing 
on a matter and I just know that I 
am right. Jack just has no sense at 
all, and we would like to have your 
opinion about our affair.” 

T’ll “tell the world” that I was 
uneasy. If she put it up to me, it 
meant that I must either incur the 
displeasure of Jack or that of his 
wife. What would you do in a case 
like that? 


Before I could decide what to do, 
Mrs. Kenney began to talk some- 
thing like this: “Jack wants to buy 
an automobile for us just for pleas- 
ure. Now, Jack cannot pay cash 
for it and it means debts. I should 
rather go without an automobile 
than have a debt hanging over my 
head. When we started in business, 
he was for getting a lot of things 
that would get us into debt, but I 
stopped it. Now he has that auto- 
mobile ‘bug’ and wants to go into 
debt for it. I simply must put my 
foot down on ANYTHING that 
will incur debts of any kind. I wish 
you would. . 

While she was getting enough 
breath to get another start, Jack 
took advantage of an opportunity to 
interrupt her by saying: “I am sure 
that she is all wrong about this auto- 
mobile ‘stunt.’ I am sure that this 
scheme will give us prestige if noth- 
ing else. An automobile shows 
prosperity and when people see you 
in a good car they appreciate the 
fact that you can afford to own 
one.” 

Before Mrs. Kenney could get a 
start again, I began to talk by say- 
ing: “Now both of you take this 
thing easy. We will reason it out 
and get it settled right now.” Then 
turning to Mrs. Kenney, I asked: 
“Just why do you object to going 
into debt ?” 

“T certainly do object to debt, be- 














cause it means that the things you 
buy are not your own,” Mrs. Ken- 
ney replied, with emphasis. “‘What 
pleasure can be greater than having 
a bank account? The first thing 
that a man wants to have is money 
in the bank. ‘Keep out of debt’ is 
my motto. All thrifty men and 
women say this very thing. Keep 
out of debt is the motto of every 
sensible person. This is why I ob- 
iect to going into debt of any kind. 
Do you blame me?” 

“Now both of you just listen to 
me,’ I said slowly, “and listen to 
me good. You are both wrong and 
I want to prove it. You both mean 
well and are honest in your convic- 
tions, but your convictions are not 
based on the correct view point. In 
the first place, the old saying Keep 
Out of Debt is no longer so good 
as it was in our grandfathers’ day. 
In these days of progress, getting 
into debt is a fine art and must be 
understood. Happy is the man who 
knows how to incur debt. Debt is 
a wonderful thing if properly ac- 
If the purpose for getting 


” 


quired. 
into debt is a good one—— 

“There is NO good purpose for 
getting into debt,” Mrs. Kefiney in- 
terrupted. “You can’t tell me that 
owing every Tom, Dick and Harry 
is good. So THERE!” 

“Now just hold your horses,” 
Jack said rather kindly. “Just let 
him finish what he started to say. 
Then you may have your say.” 

“All right. Go ahead,” she said 
resignedly. 

“As I was saying,” I went on, 
“getting into debt is a good thing if 
the purpose is a good one, but I 
don’t think that a pleasure automo- 
bile is a wise thing at this time ‘~ 

“There! What did I tell you all 
along?” Mrs. Kenney exclaimed, 
triumphantly. 

“Why do you think so?’ Jack 
asked me, entirely ignoring her re- 
mark. 

“Here is my reason, Jack,” I 
answered. “In the first place, your 
business is not well enough estab- 
lished to warrant an automobile. 
You must equip your shop with 
better tools first. You must im- 
prove your chances to do better 
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work and in this way pave the way 
for better income, which will afford 
a pleasure automobile. Get into 
debt as fast as you can for tools and 
equipment. Get into debt for any- 
thing that will help your business. 
Such debt will be a benefit to you 
and will put you in shape to render 
better and more efficient 
When you get into debt for such 
things, you will go into debt wisely 


service. 


and judiciously.” 

Jack just smiled and looked at his 
wife. She avoided his look and 
said nothing. Jack just looked at 
me and said: “I wanted to do just 
as you say. I wanted to get equip- 
ment that is more efficient, but she 





Four-Flushing Is Not 
Economy 


OU only fool yourself with 
a false front. 


Debt is a good and beneficial 
thing if you know what to go 
into debt for. It is a medium 
for success if you choose the 
right thing to owe money for. 

Go into debt for tools and 
equipment and you put yourself 
in a position to render more 
efficient and dependable service. 

Discriminate between judicious 
and unnecessary debts. 











has always had a horror for what 
she calls debts, and I never could do 
anything along this line of improve- 
ment. She does not seem to under- 
stand the difference between legiti- 
mate debts and those that are ille- 
gitimate. What can you do with a 
wife like that?” 

‘“‘And what is more, I am still of 
that opinion,” Mrs. Kenney said, 
somewhat stubbornly. “A business 
man must start small and work his 
way up. Getting a lot of tools and 
not having a lot of work does not 


seem wise at all. Oh! I just despise 


debts !” 

“T believe that you are wrong 
about this idea concerning debt,” I 
said kindly. “You must consider 
that getting into debt for tools and 
equipment is the right thing to do. 
You 
calling every kind of debt a detri- 
ment. You must discriminate be- 
tween judicious debts and mere un- 


should not narrow down to — 





July 14, 1923 


necessary debt. If Jack will only 
get into debt for the right things, 
he will be the gainer in the long 
run. 

“Well, maybe you are right,” 
Mrs. Kenney said _half-heartedly, 
“but this automobile thing is posi- 
tively against my wishes. Do you 
really think that we can afford to 
buy an automobile at this stage of 
our business ?” 

“To be frank with both of you,” 
I said, “this is not the time for an 
automobile, but it is the time for get- 
ting better tools and equipment. Go 
into debt for these things and you 
will have a way to do better work 
and give better efficiency. 
and equipment will put you in po- 
sition to do more work with better 
If you 


Tools 


accuracy and more speed. 
can accomplish this, you will soon 
own an automobile.” 

Jack and Mrs. Kenney were both 


silent. They were thoughtful. 
Moral. 
How about you, dear reader? 


Have you got the nerve to go into 
debt for better business methods? 
Have you a desire to be able to 
compete with better equipped busi- 
ness competition? Are you afraid 
of debt? Do you go into debt for 
satisfaction of vanity just to put up 
a false front in order to fool the 
public? Remember this one thing, 
and you will profit by it—it is this: 
You will only fool yourself with a 
false front. Four-flushing is not 
economy. It is folly. Debt is a 
good and beneficial thing if you 
know what to go in debt for. Debt 
is a wonderful medium for success 
if you just choose the right thing to 
owe money for. There is a differ- 
ence between debts and debts. They 
both sound alike, but are different 
in nature. What do you think about 
it, brother? 





The more you use your brains to 
save time and trouble and increase 
sales for the store, the more valu- 
able you will be considered by the 
management. Employers are con- 
stantly on the lookout for men with 
initiative and “pep.” Just another 
way of saying there is always room 
at the top. 
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Bonbrake Tells of Sad 
Experience of One Carelessly 
Laid Tin Roof. 

In this article, L. S. 
Peoria, Illinois, tells of the sad ex- 
perience of one tin roofer and how 


Bonbrake, 


the catastrophy which ruined him 


both financially and as a tradesman 
could have been avoided. 

Some few years ago we saw the 
result of inexperience and a “hurry- 
up” job of tin roofing over a large 
four mill. This negligence resulted 
in the destruction of the entire 








north side of the roof of the mill 
and the loss or damage to thousands 
of bushels of wheat. The roofer 
was ruined both financially and as 
a tradesman in that locality. 

I cannot give the exact size of the 
building, but it was a large one, sev- 
eral stories in height; it fronted the 
east, with side additions on the north 
and south just being built and the 
whole covered with a standing seam 
tin roof; the older part had a quar- 
ter pitch roof, while the pitch of the 
addition was much less. 

No break was made in the strips 
of tin at the junction of the two 
pitches, the tin continuing in one 
strip from the comb to the eave, 
with nothing more than the snipping 
of the standing flanges in the corner 
at the junction to let the strip of 
tin fit down into the corner and ad- 
just itself to the two pitches. 

The worst feature, however, lay 
in the tinner having made his roof 
strips the 28-inch way of the tin 
instead of the proper 20-inch way, 
thereby giving eight inches more 
non-resistant surface, unprotected 
between the standing seams and 
nearly 50 per cent more width for 
vibration. 

I have no doubt but that the cleats 
or anchorage were nailed in an 
equally loose, careless manner, in- 
stead of being nailed close up to the 
flanges, probably he nailed through 


the back edge of the cleat, and in- 
stead of spacing the cleats at least 
every eighteen inches, he placed 
them at any old place handy—two 
feet or more. 

The nailing should be close and 
secure (I-inch spaced). A ten or 
fourteen-inch strip of roofing is 
formed to fit into the angle between 
the two pitches from gable to gable. 
A fold is made along its lower edge, 
back and under, to engage the fold 
made along the edge of the com- 
pleted section of roof. These two 
folds are hooked together, malleted 
down smooth and secured from 
leakage by sweating solder thor- 
oughly into the seam. 

The upper edge of the strip is 
bent forward % inch, down upon 
itself, making a fold under which 
the nailing again is secure and close. 
The roof strips used in covering the 
second, steeper pitch are given a 
fold at the bottom which will en- 
gage the fold formed on the upper 
edge of the corner strip to be sol- 
dered as below. 

By this method, the junction of 
the two pitches is thoroughly pro- 
tected from any such damage as 
resulted from the careless work de- 
scribed. 

A good tin roof can be laid under 
almost any conditions. However, 
the roofer should make it a point 
to display not his speed, but his 
skill, 

When the roof was laid, the first 
heavy wind began to play with the 
northwest corner at the junction of 
the two pitches. In a short time it 
had raised it from the sheeting sev- 
eral inches, and as soon as the stand- 
ing seams or some of them began 
to part and the wind got under the 
tin, the trouble was on. That side 
of the mill was stripped clean of 
cover and tin roofing was scattered 
abroad. <A heavy rain poured in 
through the rent, damaging thou- 
sands of bushels of wheat and much 
valuable machinery. Quick, care- 
less work had had its usual result. 

So long as there are men who at- 
tempt to prepare the material and 
apply it as a tin roof by any method 
where the stopwatch is involved. 
just so long will there be a handi- 
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cap on tin roofing. The man of 


terrific work of 
preparing and laying tin roofing, 
uses a big notch or notches of varie- 


speed in his 


gated sizes, leaves nail heads ex- 
posed, uses few nails or cleats ex- 
cept when watched, skims the solder 
over the seams, leaves broken seams 
untouched, cuts his prices and trusts 
to his speed to bring the profit. 

For a building such as the one 
described, a roof made from good 
roofing plate (terne-leaded) and 
properly applied is the best roof 
ever devised for the money. 

The flat cross seams should have 
the solder thoroughly sweated in 
with a heavy, hot soldering iron, the 
sheets joined the 20-inch way with 
not less than a quarter-inch fold. 
The standing seam should be double- 
seamed smooth and tight, cleats 
nailed close up to the standing flange 
to give them a straight draw in 
seaming which will hold the stand- 
ing seam close down onto the sheet- 
ing. 

In the type of roof mentioned 
(two-pitch) the roofing strip should 
not be continuous from comb to 
eave, but should be broken on each 
side of the corner of junction of 
the two pitches. 

The lower roof with less pitch 
when laid complete, should come to 
within six inches of the corner. The 
standing seams are malleted down 


“nee a 

; _ AS So 
( , | ~SSSSSL_. 

| 

an 
flat, smooth and tight onto the sheet- 
ing for a few inches from their up- 
per ends, then curved with a spiral 
to the proper perpendicular again. 
The top end of the roof just laid 
may be lined and sheared to the line 
straight across the full length of 
the roof, then a half inch fold is 
formed from the end back itself 
under which the nailing should be 
close and secure (I-inch spaced) ; a 
ten or fourteen inch strip of roofing 
is formed to fit into the angle be- 
tween the two pitches from gable to 
gable; a fold is made along its lower 
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edge, back and under, to engage the 
fold made along the edge of the 
completed section of roof. These 
two folds are hooked together, mal- 
leted down smooth and secured 
from leakage by sweating solder 
thoroughly into the seam. 

The upper edge of the strip is 
bent forward one-half inch, down 
upon itself, making a fold under 
which the nailing again is secure 
and close. The roof strips used in 
covering the second, steeper pitch 
are given a fold at the bottom which 
will engage the fold formed on the 
upper edge of the corner strip to be 
soldered as below. 

By this method, the junction of 


the two pitches is thoroughly pro- ‘ 


tected from any such damage as re- 
sulted from the careless work de- 
scribed. 

A good tin roof can be laid under 
almost any conditions. However, 
the roofer should make it a point to 
display not his speed, but his skill. 





Monthly Meeting of 
Fur-Mets Held at 
Indianapolis July 6. 

The regular monthly meeting of 
the Fur-Mets, held at Indianapolis, 
was called to order at 7:30 p. m. 
Friday by President Paul R. Jor- 
dan. In the absence of O. Vorhees, 
Secretary, Ralph Ingalls was ap- 
pointed Acting Secretary. 

The Outing Committee reported 
that it had, through its chairman, 
Joseph Mattingly, withdrawn the 
picnic set for July 2 and 3, on ac- 
count of the closeness of the date to 
the national convention at St. Louis. 
The committee was commended for 
its desire to avoid any conflict with 
the national convention, and the pic- 
nic project was laid over for this 
year, on motion of Vice-President 
Philip Geitz. 

Joseph Gardner and Fred Wil- 
kening were called on to report on 
the St. Louis convention, and both 
paid enthusiastic tribute to the con- 
vention management and to St. 
Louis’ hospitality. They mentioned 
particularly the many fine addresses, 
the remarkable banquet, the enjoy- 


able stag entertainment and the 
wonderful municipal opera. 
President Jordan invited the off- 
cers and committeemen of the Indi- 
ana Contractors’ Association and 
of the Fur-Mets to come out and 
enjoy an afternoon and evening to- 
gether at his summer cottage on 
White River near Indianapolis, on 
Saturday, July 28. Treasurer John 
C. Henley was asked to cooperate 
with F. A. Wilkening and Joseph 
Gardner in framing up an outline 
of informal activities for the day. 





What Is a Bank? 
Who Supports It? 


“The bank as an institution is so 
well known that most of us do not 
bother our heads to inquire about 
its inward organism or what sup- 
ports it,” says J. H. Tregoe, Secre- 
tary-Treasurer, National Associa- 
tion of Credit Men. 

“In general, the bank has three 
functions: It receives deposits, 
pays checks and makes loans. It is 
not an eleemosynary institution ; 
that is, not supported by charity; 
nor is it subsidized by the state. Its 
support must come from profits on 
certain classes of transactions. 

“In business circles, where the 
bank’s functions more largely apper- 
tain, I am sure there is not sufficient 
appreciation of its mechanism be- 
yond the forms of service with 
which business has been favored. 

“We find on the average that 
there is one commercial bank for 
about 3,500 people. In some states 
the average runs low. In North 
Dakota, for instance, there are not 
more than 800 people to a bank. 
The average is a little larger but 
still small in South Dakota and 
other western states. When the 
spread of population is too thin for 
the number of banks in operation, 
there is great danger that compe- 
tition between the banks will lead to 
unwise loans and practices that will 
bring failure in times of depression 
or stress. 

“Free banking laws are good as a 
relief from the danger of political 
preferment in the granting of char- 
ters, but the bank as an institution 
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performs fiduciary services; that is, 
in the nature of a trust, and caution 
should be employed in its organi- 
zation. The granting of national 
charters can be closely supervised, 
and in granting of state charters for 
banking institutions that degree of 
care should be exercised that will 
prevent the placing of banks where 
the population is too thin to sustain 
them, or where unsafe competition 
would be encouraged. 

“It is a proper part of business 
and of the state to foster the safety 
of our banks and give them more 
attention and a deeper appreciation 
than in our rapid days and rapid 
movements have so far been ac- 
corded.” 








——— 


Notes and Queries 














Automobile Fender Straighteners. 7 
From Mr. O. B. Wright, R. R. 6, 


Marion, Illinois. 
Where can I obtain an automo- 
vile fender straightener ? 
Ans.—Beck and Corbitt Iron 
Company, First Street, St. Louis, 
Missouri. 
Royal Blue Lawn Mower. 
From Ole Pederson, Kenyon, Minnesota. 
Who makes the Royal Blue Lawn 
Mower stamped C & C.? 
Ans.—Chadborn and Coldwell 
Manufacturing Company, New- 
burgh, New York. 
Peerless Ice Cream Freezer and Fre- 
dendahl Safety Fish Holder. 


From Henning and Geasland, Platte- 
ville, Wisconsin. 
Who manufactures the Peerless 
Ice Cream Freezer? Where can I 


get the Fredendahl Safety Fish 
Holder? 

Ans.—l. The Peerless Freezer 
Company, Winchendon, Massa- 
chusetts. 2. Von Lengerke and 


Antoine, 130 South Wabash Ave- 
nue, Chicago, Illinois. 





The manager of the store must 
set an example in salesmanship. It 
is all right to suggest what the staff 
should do, but the best way to ac- 
complish this is to do it yourself. 
They will soon follow. Then en- 
courage them and tell them how 
well they are getting along. 
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Two Live Models Successfully Display Bathing Costumes 


and Accessories and Move the Goods at Kansas City. 


Otto J. Gress Makes Use of Live Object Psychology in 
Designing Window for Bunting Hardware Company. 


two beauties are per- 
Annette 


HESE 
perhaps not exactly 
Kellermans, but nevertheless the 
psychology of placing a living model 
or object in the window is almost as 
old as the art of selling, but it is 


always good. Crowds are attracted 


got some of the crowd watching the 
demonstration. 

In this particular instance the 
owners, the Bunting Hardware 
Company, Kansas City, Missouri, 
secured the services of two actresses 
who were then in the city. 
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display is well 
worked out and the illustration has 
the undeniable proof that it attract- 
ed the crowd. Great care should be 
exercised to avoid having the reflec- 
tion of other stores across the street 
on the window. 


The window 


1 i ce 


Illustration Proves that the Crowds Can Be Successfully Attracted by Using the Live Model in Displaying Bathing Cos- 


to the most remote parts of the store 
by this means. 

The truth of this statement is seen 
in the accompanying illustration 
which shows a display of bathing 
costumes and accessories. Although 
the photographic negative was sup- 
posed only to snap the two beauties 
in the window with their bathing 
attire, etc., the camera unknowingly 


tumes and Accessories. 


Recently a large firm used this 
method successfully by hiring an 
Indian to stand in a window and 
point to a certain spot. The Indian 
then walked the streets and finally 
concluded his maneuvers by guiding 
his troop of followers to a room in 
the store in which were displayed 
the articles which the firm was try- 
ing to push. 


It is doubtful whether suits such 
as the young ladies have on would 
make much of an impression in the 
great metropolis like Chicago, but 
then the people in Kansas City are 
perhaps discreetly modest. That, 
however, is aside from the point in 
question in a hardware journal. 





Some men boast. Others act. 








) 


Gronemeier Tells Hardware Men at Richmond 
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Congress That Politeness Pays Big 
Dividends in Future Trade. 


Says Retail Men Are Purchasing Agents for Their 
Communities and the Fact that They Sell the Products 
Must Be a Guarantee of Their Quality and Value. 


HE following article embodies 

excerpts from the address on 
“Production Service and _ Sales 
Building” delivered by Alfred S. 
Gronemeier, Mount Vennon, In- 
diana, before the members of the 
National Retail Hardware Associa- 
tion at its Annual Congress, Hotel 
Jefferson, Richmond, Virginia, June 
19 to 22, 1923: 


In discussing productive sales and 
service building it is absolutely necessary 
to start with a conception that all busi- 
ness is a service, and is only justified to 
the extent that the service rendered is 
worth while. Our job and the justifica- 
tion of our existence is the carrying of 
stock, and stock the kinds of merchan- 
dise which will permit customers to 
make their selection or purchase by 
direct selection, which they cannot do if 
they purchase from the producer. We 
are the purchasing agents of our com- 
munities and the fact that we sell the 
products must be a guarantee of their 
quality and value. Furthermore, it is 
an obligation of the retailer through his 
experience with merchandise to assist in- 
experienced customers in the selection of 
proper goods for their individual re- 
quirements. 

One of the greatest services the re- 
tailer can render to his community is the 
buying of the required merchandise at 
the right prices. 


Make Your Customers Feel at Home 
In Your Store. 


A merchant must study closely the 
community needs, its pleasures and its 
possibilities, and secure merchandise that 
is adaptable and will fit in the several 
places. He must not only educate his 
customers by newspaper advertising and 
window advertising, but have his store 
neat and clean, and goods well displayed, 
but to my mind one of the greatest 
assets a merchant has is the cultivation 
of the friendships, the creating of con- 
fidence of the community in his store and 
his personality. A merchant in a small 
place, especially where he knows most 
of his customers by name should be able 
to go up and down his store and slap Jim 
on the shoulder and shake hands with 
him (not as the political method which 
lasts only for a while) but all the time, 
learn to understand him, be familiar 
with his likes and dislikes, and I find in 
most cases men are glad to receive these 
advances. Make them feel at home in 
your store; in fact, make your store his 
headquarters, especially so in a rural 
community. Our store is in a southern 
Indiana city of a 5,000 population with 
a fine agricultural country surrounding. 
We try to have our customers use our 
store for their -meeting place. We 
always have a good, warm fire in the 


winter and a bucket of hot water to help 
them start their Fords when they get 
ready to go home. And in Summer a 
cooler full of good ice water. We 
always keep this cooler in the rear of 
the store, so people must walk full 
length of store and see merchandise on 
display. Encourage them to use your 
telephone to call up home. Receive and 
give messages for them, cash cream 
checks especially at times when the 
banks are closed. In fact, make them 
feel you just like to do these things 
for them and they will surely be your 
good customers. I could name _ you 
many specific instances when I have 
rendered services entirely out of my 
regular business to customers and have 
been repaid by having whole families 
trade with us. 


Politeness Pays Big Dividends in 
Future Trade 


One store has a sign in plain view 
on the door as you _ leave, saying, 
“Thank You! Hurry back!” 

Another says, “If we forget to thank 
you your purchase is Free!” 

Right here I want to say something 
to our brother manufacturers who are 
here and are listening so intensely. I 
believe the methods we use could be 
applied to them. 

We are made of the same ‘clay as you 
men are and it would do you men good 
as well as ourselves if you fellows, 
especially you BIG _ fellows would 
warm up a little more to retailers who 
are the little fellows here. I mean just 
what I say! I believe every manufac- 
turer here misses a great opportunity 
for expansion not only of acquaintance, 
but of real business if he doesn’t take 
time and make it a point to personally 
meet every one of us. I expect you 
fellows to make the advances to us just 
as we do in our stores. If I don’t go 
to my customer and encourage him in 
becoming better acquainted with me, it 
is not his place to come to me. So Mr. 
manufacturer, it is up to you. Here 
is the opportunity and you must not let 
it pass by. I surely would like to shake 
hands and be able to look into your 
faces, and then when I am handing your 
goods over the counter to my _ cust- 
omers, I feel that I know everything 
is O. K., because I have seen and felt 
the flesh and blood behind the whole 
thing and in our buying we will be in- 
fluenced by our acquaintances. You 
ought to more than meet your cust- 
omers half way. Merchandising 
methods are rapidly changing and you 
do not know who or what is going to 
be eliminated in this great game of 
reducing costs, but we must be awake 
and shoulder the responsibilities. We 
must get at the heart of the job. Not 
just do surface thinking. No! we must 
think every angle of the job clear 
through. Surface thinking and looking 
for soft jobs are easy, but they are 
the death knell of success. Shoulder 
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the responsibilities and pay the penalty 
assured that you will receive the reward 
in the end. 


What Do We Mean By Productive 
Service 


I just lately saw two or three letters 
from manufacturers to jobbers Stating 
that the order was too small and that 
life was too short to bother with it. 
One order called for one dozen files 
of a certain specification and the other 
called for half dozen claw hammers 
larger than No. 1. Both of these orders 
were given by retailers. This I believe 
is one way in which the retailer tried 
to give his customer Productive Sery- 
ice and the manufacturers rendered UN- 
productive Service. 





Crop Forecast for 1923 Shows 
Increase of Billion Over 
Last Year's Crops. 

Great crops are again in prospect 
for the American farmer this year, 
according to the July forecast for 
leading products issued by the De- 
partment of Agriculture. 

This year’s crops will be worth 
over $1,000,000,000 more than last 
year’s, on the basis of farm prices 
on July 1, 1923, compared with 
prices a year ago. Twelve of these 
crops, if they fulfill anticipations of 
the official forecast, will be worth 
$7 829,912,800 on the basis of prices 
on July 1, 1923. This total does not 
include tobacco and rice. 

The value of the same twelve 
crops—exclusive of tobacco and rice 
—in 1922 was $6,768,208,000. The 
twelve crops are wheat, corn, oats, 
barley, rye, white potatoes, sweet 
potatoes, flaxseed, hay, cotton, ap- 
ples and peaches. 





Plans Are Completed for 
The Chicago Hardware 
Outing, Klein’s Grove, July 18. 

Hear ye! Hear ye! Don’t forget 
to come to the Chicago Retail Hard- 
ware Association Outing, which will 
be held Wednesday, July 18, 1923, 
at Klein’s Grove, Crawford and Lin- 
coln Avenues, Chicago. 

Invitations are being sent out by 
William Triesselmann, Secretary, 
Entertainment Committee, 3003 Bel- 
mont Avenue, Chicago. 





Life is like a circus parade—the 
loudest noise is made by the fellows 
at the tail-end of the procession. 
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Profit Is the Difference Between the Invoice Price 
Plus Legitimate Expenses, Salary of Owner, 
Interest on Capital and Amount Re- 
ceived for Merchandise. 


Legitimate Expense Does Not Include Speculation, Outside Invest- 
ments and Political Donations, Says Glasgow at Richmond Congress. 


OME of the high points touched 

by C. L. Glasgow in his most 
interesting and highly instructive 
article on ““What Is Profit?” deliv- 
ered before the members of the Na- 
tional Retail Hardware Association 
at its Annual Congress, Richmond, 
Virginia, June 19 to 22, 1923: 


Profit is something, I assume, we have 
all enjoyed to a greater or less extent 
or we could not have remained in busi- 
ness, but whether we have obtained as 
large a profit as we should, or failed to 
by reason of a lack of information or 
because we have indulged too great an 
expense, is worth finding out and if I 
could so answer this question as to 
guarantee to all of you gentlemen a 
larger profit in the future, I would at 
once become the most popular man in 
this convention. 

No doubt you are all familiar with 
the story of the man in jail who sent 
for a lawyer and after telling him all 
about it the lawyer said, “why, Mose, 
they cannot imprison you for such an 
offense” and proceeded to state why. 
The prisoner listened very intently and 
after a while said: “Well boss dat 
sounds mighty good to me and I believe 
youse right, but boss ize in jail aint 1?” 
and often it is that in theory our busi- 
ness schemes sound good but are not 
supported by the facts, and strange as 
it may appear but true nevertheless, 
there are business men who prefer to 
be fooled or even fool themselves rather 
than admit their mistakes. 

One Noah Webster. a man posessed 
of more or less general information and 
whom a high school graduate on ex- 
amination credited with being the author 
of the Psalms, ventured the statement 
that profit was the excess of value re- 
ceived for producing, keeping, or selling 
over cost, as a profit on the sale of 
goods. 

The failure to understand what con- 
stitutes cost forms the basis for diver- 
gent and erroneous ideas as to profit, and 
notwithstanding the findings of trade or- 
ganizations and the general government 
as to the average cost of conducting a 
retail business, men of limited means 
and less experience are assuming to con- 
tradict it every day; in fact, they have 
such confidence in their own judgment 
that they have to fail in business before 
being convinced of their error. 

I believe Webster’s definition of -profit 
good enough for a dictionary, but it 
convinces me that he never ran a retail 
store. 


Items Chargeable to Cost. 


There appears to be little difference 
of opinion as to the item properly charge- 
able to cost, but there is a wide range 
of difference as to the amount of such 
items, take for instance rent, salary, in- 


surance, taxes, heat, light, advertising, 
donations, etc., (and if no stated salary 
for proprietor is allowed) living expenses 
also must, of necessity, be reflected in 
the price charged for goods sold, if a 
profit is to be realized ; therefore, in 
view of the difference in overhead due 
to local conditions, it cannot be said that 
profit is any definite percent added to 
invoice price. 

Profit is largely determined by cost, 
because competition locally or in near- 
by towns will fix the selling price (ex- 
cept on specialties), therefore, with the 
selling price established, it is up to each 
dealer to decide for himself how much 
overhead or incidental expenses he will 
ask his sales to carry in excess of in- 
voice price, and these are made up most- 
ly of the elastic items just referred to. 

Some business men are methodical and 
possess analytical minds that enables them 
to make a careful study of every item 
of expense classed as sales helps, sifting 
out and using only those which have 
proven most remunerative, while others 
go along apparently without any definite 
plans adopting such methods and incur- 
ring such expenses as from time to time 
appeal to their best judgment, and we 
are forced to admit that both classes 
are found among our successful business 
men although possibly not to the same 
extent. 


Partnerships and Corporation Expense 
Items. 


To my mind it is quite unimportant, 
where the business is owned and man- 
aged by an individual, from what fund 
he receives either his salary or return 
on investment. It is merely a matter of 
bookkeeping to enable one to make out 
the income tax report required by the 
government on the simple form which 
they prescribe. 

Where the business is a partnership or 
corporation, I am of the opinion that 
the question of profit and its disposition 
will not be considered till after all over- 
head and other legitimate expenses have 
been paid including salaries to the re- 
spective partners or officers of the cor- 
poration rendering service, also a rea- 
sonable return upon the _ investment 
whether it was furnished or borrowed. 
This latter, however, appears to be more 
a discussion relative to the disposition 
of the profits rather than a definition. 

I asked this question of a number of 
business men representing various lines 
and I give you some of the answers re- 
ceived. 

First, profit is the net gain resulting 
from the successful conduct of business. 

Secondly, the margin between cost and 
selling price, I read where one of the 
large manufacturers gave this same an- 
swer. 

Third, the thing we continually strive 
to obtain, but in recent years only oc- 
casionally realize. 
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Fourth, the sustaining grace of com- 
mercial life, the star of hope that guides 
through a bewildering mass of business 
uncertainty. 

Fifth, it is that part of one’s business 
that creditors learn of with pleasure. 

Now, gentlemen, I have not as yet 
answered the question proposed. I can 
well agree in principle with some of the 
definitions given, for instance the paying 
of a stated salary to the proprietor if 
he puts in his time with the business 
and the allowance for capital furnished. 

If we confine our answer to the ques- 
tion as it relates solely to merchandising, 
I believe profit is the difference between 
the invoice price plus every reasonable 
and legitimate expense incident to the 
proper and economical conduct of the 
business, including salary of owner or 
owners rendering service, a legal rate of 
interest upon the capital invested, AND 
the amount received for the merchandise 
sold. It is understood that the term 
“legitimate expenses” does not include 
speculation, outside investments, political 
donations or any other form of legalized 
gambling. 





Automobile Accessory 
Catalogue No. 19 Issued by 
Geller, Ward & Hasner Company. 


Geller, Ward & Hasner Hardware 
Company of St. Louis, Missouri, 
have just issued an automobile ac- 
cessory and equipment catalogue 
No. 19. 

The firm says that this catalogue 
contains all information as to spark 
plugs, piston rings, batteries, brake 
linings, etc., which makes it a ready 
reference for the dealer on any car 
for which he may wish to order this 
class of goods. 

Dealers interested in this cata- 
logue in their territory should write 
for information from Geller, Ward 
& Hasner Hardware Company, 410 
North 4th Street, St. Louis. 





National Federation of Implement 
Dealers to Hold 1923 Convention 
in Chicago, October 17 to 19. 

The Twenty-Fourth Annual Con- 
vention of the National Federation 
of Implement Dealers’ Associations 
will be held in the Hotel Sherman, 
Chicago, October 17, 18 and 19, 
1923. Details of the arrangements 
will be announced later. 

This announcement was given out 
by Secretary H. J. Hodge, Abilene, 
Kansas. 





The door to the temple of success 
is never left open. 
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Wisconsin Hardware Association 
Originates Display Background. 
The Wisconsin Retail Hardware 
Association, Stevens Point, Wiscon- 
sin, has just offered its members a 
portable background for open win- 
dows.: This five-fold background, 
decorated in the standard color 
scheme: of the association, and car- 
rying the association seal has been 
designed by the “Sales and Display 
Service.” Mr. Nitz, who has charge 
of the department, has been very 
busy with special display and serv- 
ice work for the Wisconsin retailers. 





Michigan Hardware Merchants 
Will Convene February 12 to15, 
in Grand Rapids. 


The next Annual Convention and 
Exhibit of the Michigan Retail 
Hardware Association will be held 
February 12 to 15, 1924, in Grand 
Rapids. Karl S. Judson, 248 Mor- 
ris Avenue, Grand Rapids, is Man- 
ager of Exhibit, and Arthur J. 
Scott, Marine City, is Secretary. 





G. A. Makinson Offers 
Plan for Selling Household 
Hardware Goods in Chile. 


A favorite method of 
small household hardware 
such as castors, glass knobs, clothes 
hooks, and other types of household 
hardware in the Chilean market is 
to send out an American traveler 
thoroughly familiar with his goods 
and equipped with a complete line 
of samples, says Consul G. A. Mak- 
inson in a report to the Department 
of Commerce. 

It is realized that this method of 
opening up new territory involves 
a considerable outlay, and it may 
well happen that the first trip may 
not be successful from a financial 
standpoint. In the long run, how- 
ever, no other course is likely to 
bring such satisfactory returns. 

This has been the experience of 
several well-known American man- 
ufacturers who now enjoy an almost 
complete monopoly in their respec- 
tive lines in Chile. While it is true 
that the principal sales prospects are 
located either in Valparaiso or San- 
tiago, nevertheless it would be ad- 


selling 
items, 


visable to have the representative 
call on the hardware trade in the 
nitrate ports as well as in Concep- 
cion, Valdivia, and the other large 
towns in the south. 

Should the sending of an Amer- 
ican traveler not be considered feas- 
ible at this time another good 
method of developing business in 
Chile would be the appointment of 
a resident agent in a position to 
make regular calls on the trade. 





Keen Competition for 
Plate Glass Prevails. 


There is a lively competition for 
plate glass between building and 
automotive industries, and if both 
of these industries maintain their 
present activities, a considerable 
amount of plate-glass plant expan- 
sion will be necessary in order to 
supply the demand. 

The output of one automobile 
maker in one day now calls for as 
much plate glass as the builders of 
the Drake hotel used. Last year’s 
consumption of plate glass is al- 
ready an obsolete figure, telling 
nothing of present conditions. One 
local glass man believes that the 
automobile manufacturers will use 
enough plate glass this year to build 
a line of Drakes from Devon Ave- 
nue to the present Drake hotel, Chi- 
cago, a distance of about seven 
miles. 

The closed car of maximum 
sales, calls for five times as much 
plate glass as the windshields on the 
touring type. One auto manufac- 
turer probably will use 15,000,000 
square feet of plate glass this year. 

Plate glass jobbers say that re- 
cent advances in prices cover in- 
creased labor costs only. Users of 
the smaller sizes of plate for desk 


tops, repair jobs, etc., claim that it 


is very hard to get the goods. The 
glazers’ union, outside the Landis 
award, began last summer to im- 
port plate glass from Belgium, with 
a little from Czecho-Slovakia and 
Germany. Last July the price New 
York f. 0. b. was 80 cents per square 
foot; last purchases were $1.90. 
Europe evidently has a plate glass 
boom also. 
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i Coming Conventions ‘| 


Ohio Sheet Metal Contractors’ Asso. 
ciation, Hotel Gibson, Cincinnati, Ohio, 
July 17, 18 and 19, 1923. William Mil. 
ler, Secretary, Dayton, Ohio. 


Sheet Metal Contractors’ Association 
of Pennsylvania, Hotel Allen, Allen. 
town, Pennsylvania, July 26 and 27, 1993 
W. F. Angermyer, Secretary, 714 Home. 
wood Avenue, Pittsburgh, Pennsylvania. 

The twenty-fourth annual convention 
of the National Federation of Imple- 
ment Dealers’ Associations will be held 
at Hotel Sherman, Chicago, October 17 
18 and 19, 1923. H. J. Hodge, Abilene’ 
Kansas, is Secretary. ' 

Mountain States Hardware and Im- 
plement Association Convention, City 
Auditorium, Denver, Colorado, January 
1924. W. W. McAlister, Secretary. 
Treasurer, Boulder, Colorado. , 


Western Retail Implement and Hard- 
ware Association, Missouri Theater 
Building, Kansas City, January 15, 16, 17, 
1924. H. J. Hodge, Secretary-Treasurer, 
Abilene, Kansas. 


The West Virginia Retail Hardware 
Association, Convention and Exhibit, 
Huntington, West Virginia, January 15 
to 18, 1924. James B. Carson, Secre- 
tary-Treasurer, 1001 Schwind Building, 
Dayton, Ohio. 

Kentucky Hardware and Implement 
Association, Louisville, January 24-25, 
1924. J. M. Stone, Secretary-Treasurer, 
202 Republic Building, Louisville. 

Indiana Retail Hardware Association, 
Inc., Convention and Exhibition, Cadle 
Tabernacle, January 29, 30, 31, February 
1, 1924. G. F. Sheely, Secretary, Argos, 

Wisconsin Retail Hardware Associa- 
tion Convention and Exhibition, Milwau- 
kee Auditorium, February 6, 7, 8, 1924. 
George W. Kornely, Manager of Ex- 
hibits, 1476 Green Bay Avenue, Mil- 
waukee. P. J. Jacobs, Secretary-Treas- 
urer, Stevens Point. 

Michigan Retail Hardware Conven- 
tion and Exhibition, Grand Rapids, Feb- 
ruary 12, 13, 14, 1924. Karl S. Judson, 
Exhibit Manager, 248 Morris Avenue, 
Grand Rapids. A. J. Scott, Secretary, 
Marine City, Michigan. 

New York Retail Hardware Associa- 
tion Convention and Exhibition, Febru- 
ary 19, 20, 21, 22, 1924. Headquarters, 
McAlpin Hotel, and Exhibition at Sev- 
enty-First Regiment Armory. John B. 
Foley, Secretary, 412-413 City Bank 
Building, Syracuse. 

The Ohio Hardware Association, Con- 
vention and Exhibit, Cincinnati, Ohio, 
February 19 to 22, 1924. James B. Car- 
son, Secretary-Treasurer, 1001 Schwind 
Building, Dayton, Ohio. 


Retail Hardware Doings | 


Illinois. 

The Huey-Phelps Lumber Company, 
Virginia, which recently purchased the 
Arenzville Lumber Company’s yards in 
Arenzville, has purchased the hardware 
stock. The change in ownership is ef- 
fective immediately. 

Kansas. 

The E. M. Ward Hardware Company 
of Arkansas City has opened for busi- 
ness with a very good stock. 



































July 14, 1923. 


Lilly Hardware Company Cashes in on Canning 
Season Window Display Possibilities with 
Stoves and Aluminum Cooking Utensils. 


Designer Concentrates on Associated Ideas and Thus Makes 
the Impression Almost Indelible upon the Pedestrian’s Mind. 


DVERTISERS are _ almost 
A universal in their convictions 
that the display window has un- 
limited possibilities as the silent 
salesman. These same men also 
agree that to make an attractive 
window display requires a peculiar 
skill; it requires an eye for the 
artistic. 

In the accompanying illustration 
is seen a stove display made by the 
Lilly Hardware Company, 114 to 
118 East Washington Street, In- 
dianapolis, Indiana. 

In this display of Direct Action 
stoves the designer has had due 
regard for the line of vision of the 
pedestrian; that is, he has placed 
two stoves in the window and has 
them at such an angle as to make 
them visible to the pedestrian as he 
approaches the window from a dis- 
tance. 

The display of kettles in conjunc- 
tion with the stoves is a very good 
idea, especially at this time when 
the canning season is on. 

In this window display you find 
the designer concentrating the ob- 


server’s attention undividedly upon 
articles necessary for the canning 
season. It is assumed, of course, 
that the tire display seen to the left 
belongs to another window. 

A window display to be success- 
ful must concentrate attention on 
one or correlated 
should not distract the observer’s 
attention by placing a large number 
of articles in the window which have 
no relation to one another. 


objects. It 


The science of associating objects 
together which are commonly used 
and seen together is a good one and 
should be used extensively. 

If you do not think this is true 
try memorizing a number of un- 
related facts and you will find that 
you are up against a hard proposi- 
tion. 





Templeton Says Conditions 
on Pacific Coast Are Excellent. 


J. T. Templeton, Vice-President 
of Buck’s Stove and Range Com- 
pany, has just returned from a six 
weeks’ trip to the Pacific Coast 
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states, and he says that business con- 
ditions out there look very promis- 
ing for a heavy trade this fall. 

Their gas-electric combination 
range which they put on the market 
last year is taking hold in fine shape, 
not only where electricity is low in 
cost, but also in other localities, be- 
cause, as Mr. Templeton puts it, the 
heating unit used in the range is not 
only quick in action, but also more 
lasting than most of those now en 
the market. 





Leo Booch Says Stove Sales 
on Pacific Coast Beat 
All Other Sections. 


Leo Booch, Vice-president and 
General Manager of the Bridge & 
Beach Manufacturing Company, 
makers of “Superior” stoves, ranges 
and furnaces, states that from their 
sales records, the Pacific Coast ter- 
ritory is in a very prosperous con- 
dition. ‘Their sales quota for these 
states for the entire year was al- 
most filled by July first, and retail 
stocks are low. 

Mr. Booch left on Wednesday 
on a trip that will take in the Com- 
pany’s principal distributing centers 
in the Rocky Mountain and Pacific 
Coast states. He expects to be 
away about three weeks. 





It’s better to lose smilingly than 
to win whiningly. 








{ 


Lilly Hardware Company, 114 to 118 East Washington Street, Indianapolis, Indiana, Takes Advantage of Seasonal Neces- 
sities of Housewife Occasioned by Demands of Canning Season to Push Sales on Stoves and Aluminum Ware 


Utensils. 








34 





Business Has Had No Important Recessions—Consumption 


Continues Heavy, But Demand is on Hand to Mouth Basis. 


Prices Are Falling Gradually Without Indication of Sharp Drop— 
Dividends Are Increased—Non-Ferrous Metals Somewhat Stronger. 


REIGHT traffic during the 
week ended June 30 was the 
heaviest ever handled by the Amer- 
ican railroads, not even excluding 
the peak movement ordinarily re- 
sulting from the autumn crop move- 


ment. 
In the final week of June car 
loadings totaled 1,021,770 cars, 


breaking the former record of 1,- 
018,539 cars, established in October, 
1920, and being 19,030 more cars 
than in the preceding week and 158,- 
925 more than a year ago. 

Every commodity classification 
showed increases in the freight vol- 
ume. This seems to leave small 
room for doubt that consumers con- 
tinue to buy liberally in practically 
all lines, especially when coupled 
with statements from manufactur- 
ers and merchants that they are not 
overproducing nor “stocking up” 
for future trade. 

The prices in non-ferrous metals 
are a little stronger than they were 
a week ago, with the exception of 
lead which continues to decline. 


Copper. 
Domestic consumers of 
are showing a little more interest. 
In the markets outside of New 
York offerings are growing smaller, 
rather than otherwise, and the tone 
of the market is improving, al- 
though there is not much demand. 
Electrolytic is held at 14.50 cents 
f. o. b. refinery, for prompt, Aug- 
ust or third quarter shipment and 
fourth quarter position is difficult 
to buy under 14.62% cents refinery. 
Although some electrolytic copper 
has been sold by custom smelters 
and small producers as low as 14.25 
cents and 14.37% cents delivered 
recently, these interests are not dis- 
posed to sell under 14.50 cents de- 
livered, while second hands are ask- 
ing fully % cent more. * 
Prime lake copper is held a little 
more firmly at 14.8714 cents to 15.00 


copper 


cents delivered while casting cop- 
per is steadier at 14.25 cents f. o. b. 
refinery. 
Tin. 

There is no eagerness to make 
sales in tin. 

The Straits shipments for June 
were 500 to 1,000 tons less than 
was expected early in the month, 


which is believed to have been 








Regarding Business 
Outlook 


President Parson, of the F. W. 
Woolworth Company, finds 
merchandise prices to be on a 
stable basis, and is so satisfied 
with this that his organization 
is buying ahead in the expecta- 
tion of a continuation of the 
heavy trade of the past few 
months. 

Recently there was a meeting 
of the district managers from 
all parts of the country. With- 
out exception they reported 
their own business good, and 
the general business outlook in 
their respective localities to be 
excellent. 

The experience of the Wool- 
worth organization is paralleled 
by the mail order houses, and 
the inference is that the people 
are making money and spend- 
ing it. This does not mean that 
there is a return of the wild 
extravagance of three years 
ago, but that the people them- 
selves have confidence enough 
and apparently have no idea of 
a buyers’ strike. 























caused by transportation, some 
steamers being delayed in sailing. 

The market is comparatively firm, 
but dull. Spot tin is still at a pre- 
mium of % cent per pound over 
futures, with buyers at 38.25 cents 
and sellers at 38.3714 cents., 

For futures 38.00 cents is freely 
bid, and while some special business 
has been done at the price the gen- 
eral market is 38.12% cents. 

The July position is strongly held, 
the belief continuing that the ar- 
rivals of tin this month from now 


on will be small. If this proves to 


be the case it will mean that the de- 
liveries in America will show a de- 
cided drop, and as the Straits ship- 
ments will be large, the visible sup- 
ply at the end of the month will 
show what may prove to be a heayy 
increase. 


Lead. 


The price of lead was reduced on 
Wednesday, July 11, from 625 
cents to 6.10 cents New York. The 
St. Louis market dropped to 5.80 
cents a pound the same day. This 
is the eleventh cut since the peak of 
8.25 cents in March. 

The fractional but repeated de- 
clines are causing less dislocation 
now with moderate stocks in all 
hands, consumers, and 
smelters, than would be the case 
later with an accumulation on the 
market. The desire is evidently to 
trim production to the lessening 
scale of consumption. 


Zinc. 


The zinc market is strong with 
offerings scanty, demand good and 
an increased consumer inquiry. 

In New York sales were reported 
at 6.00 cents East St. Louis basis 
for July prime Western, 6.05 cents 
for August, 6.10 cents for Septem- 
ber. These prices were bid Wednes- 
day for good sized tonnages, with- 
out finding sellers, and the market 
is nominally 5 to 10 points above 
these figures. 

Few producers are offering at 
present, and those quite sparingly. 
The smelter’s position is not a com- 
fortable one in respect to ore costs, 
both present and prospective and as 
previously pointed out the advance 
in slab hardly covers yet last week’s 
advance in ore. 


Solder. 


Chicago warehouse prices on 
adlder ‘dre as follows: Warranted 
50-50, $24.50: Commercial, 45-55, 
$22.75, and Plumbers’, $21.00. 


dealers, 
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Saturday Evening Post. 
2,500,000. 


ELOW is reproduced one of the many advertisements 
The American Rolling Mill Company is running in the 
The Post has a circulation of 


Add to this the circulation of twenty leading trade papers, and 


ARMCO-Ingot Iron. 


Hardware merchants 


you get some idea of the tremendous force of advertising behind 


can reap the 
tising by calling their customers’ attention to products made 
of rust-resisting ARMCO-Ingot Iron. 


of Armco adver- 


benefit 
































The beauty secret 
of enamel is more 


than skin deep 


The modern housewife, like the efficient business man, 
must know the simple facts about iron 


F your enameled table-top or refrigera- 

tor keeps its satin finish indefinitely, 

there is a reason for it deeper than your 
eye can see. 

The secret lies beneath the surface 
which the enamel covers up. One big 
reason why enameled tub-covers, stoves 
and things of that sort are so much better 
than they used to be is the very general 
use by manufacturers of Armco Ingot 
Iron—the purest iron made. 


Enamel at its Best 


Not only is Armco Ingot Iron practically 
free from impurities but it is close-grained 
and even, with a soft, velvety surface that 
takes a perfect and permanent coating of 
enamel. There are no lumps or blisters in 
enameled Armco Ingot Iron. There are 
no little pockets of gas to erupt like minia- 
ture volcanoes and “‘pit” the enameled 
surface. 


Or a Coating of Zinc 


The same special qualities that make 
Armco Ingot Iron so fine for enameling 
enable it to take a zinc coating that is 
smooth and lasting. If your hot-water 
heater, your furnace, your ash can, the 
gutters on your house, are made of zinc- 
coated Armco Ingot Iron, you need have 
no worry about the surface flaking off 
and corrosion setting in. 


What Makes Things Rust? 


It is the impurities in ordinary iron or 
steel that permit rust. When science found 
that ‘out, we determined to produce what 
did not then exist—practically pure iron 
w commercial quantities. 


After long research we discovered and 
patented the way, and gave to the world 
Armco Ingot Iron—the iron that resists 
rust. Great care is required in making 
so pure an iron. It must go through many 
extra processes from the picking of the 
raw material to the final inspection of the 
finished sheet, but the result is 


used by great industries of all kinds and 
is known for its durability in millions of 
American homes. 


Right in Your Home 


When you buy a stove, a washing ma- 
chine or a garbage pail it is relatively as 
important to get 





that today Armco Ingot Iron is 





WHERE TO LOOK FOR 
“ARMCO” 


Here are some of the every- 
day uses of Armco Ingot 
Iron: 


WITHIN THE 
HOUSE 











Stoves 

Washing Machines 
Garbage Cans 

Ash Cans—Pails 
Refrigerators 
Furnace Drums 
Hot-Water Tanks 


Table Tops < sy) 





Tub Covers mit afi 
Electric Light Reflectors Hi if | 

IN INDUSTRY he 
Welding aSTITE 


Smoke Stacks 

Oil & Water Tanks 
Acetylene Tanks 
Freight Car Roofs 













Coal Car Sidings 
Drainage Systems 


Car Heaters 

Gasoline Tanks 

Coal Tipples 

Wire Fencing 

Metal Doors 

Grave Vaults & Caskets 
Culverts 

Flumes 

Farm. Equipment 


IN BUILDING 
Coping Siding 
Roofing Flashing 
Eaves Trough 
Down Spouting 
Skylights 
Ventilating Systems 
Window Frames 
Metal Lath 





OTHER ARMCO PRODUCTS 


Armco chemists and metallurgists, working inthe most 
complete laboratory of its kind in America, have developed 
not only Armco Ingot Iron, but also Armco steel sheet 
specialties for the automobile, electrical and other indus- 
tries. The American Rolling Mill Company are makers of 
high grade special sheets to meet the demands of exacting 
manufacturers. Technical information will be supplied to 
any manufacturer as to the special qualities of Armco prod- 
ucts and their adaptability to any particular use. 











one that is made of 
Armco Ingot Iron 
as it is for the man 
at the head of a 
factory to install 
this iron in his 
plant. 


Easy to Recognize 


We, who make Armco 
Ingot Iron, are proud 
of it, and we stamp our 
brand—the Armco 
triangle—on the sheets be- 
fore they leave our mills. 
This identifies it when you 
buy it in zinc-coated sheet 
form for building and other 
purposes. The sheet metal worker or 
builder will gladly point it out to you. 

Manufacturers of scores of articles use 
Armco Ingot Iron. They are glad to 
have you know they are using this 
fine product. So they put the blue 
and gold Armco label on their wares 
before they go to the stores, and the 
salespeople are familiar with this label. 

It will pay you, whenever you need anything 
made of sheet metal, to specify by name Armco 
Ingot Iron and to identify it by the trademark. 
THE AMERICAN ROLLING MILL COMPANY, Middletown, Obie 


ARMCO 


TRacoEe MAREK 


INGOT IRON 
Resists Rust 
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Tin Plate. 


The tin plate market, on the 
whole, is decidedly firm, but it is 
plain that the firmness is made by 
the continued restriction in produc- 
tion. 

In the case of a few tin plate 
contracts at least deliveries have 
been running: in arrears, and this 
has led some producers to seek to 
buy from their competitors, but such 
overtures have not been well re- 
ceived, and so far as is known not 
a single transaction between manu- 
facturers has occurred in the past 
few weeks. 

Outside of possible orders for oil 
containers, substantially all the tin 
plate business for the current quar- 
ter has been done. 

As to the fourth quarter, there is 
no market opened as mills have not 
formally offered material. When 
order books were opened, late in 
April, it was for third quarter only. 
From the appearance of things at 
present there would be little buying 
for fourth quarter if order books 
were open. 

While there is much talk in the 
trade about pressure for deliveries, 
there is no hint that delivery 
premiums would be asked or paid. 
On the other hand there is no cut- 
ting of the regular price, which is 
$5.50. Stock plate goes at prices 
under the basis according to the un- 
desirability of the size, just as it 
does in very strong markets. 


Sheets. 


The majority of independent 
sheet mills in Pittsburgh were closed 
last week, and while a few were re- 
sumed this week more than half of 
those that closed are still idle. One 
or two plants, it is understood, will 
be idle a total of four weeks, though 
the average time of all mills that 
closed will hardly be more than a 
fortnight. 


The tonnage on order books 
would in nearly all cases have jus- 
tified a continuance of operations 
without any break, but the jobbers 
and manufacturing consumers who 
had placed the orders were not 
clamoring nearly as much as for- 
merly for deliveries, and it is prob- 








AMERICAN ARTISAN AND HARDWARE RECORD 


ably quite safe to say that the clos- 
ings caused no particular incon- 
venience. 

Market prices are steady at 3.00 
cents for blue annealed sheets, 3.85 
cents for black sheets and 5.00 cents 
for galvanized sheets. It remains 
the case that rumors of price cutting 
cannot be confirmed, except as they 
may refer to special transactions in 
which the regular price would not 
obtain no matter how strong the 
market. It is the usual thing for 
such rumors to start in advance of 
the event. 

When sheet prices really will yield 
cannot be predicted. It cannot even 
be predicted positively that they will 
decline at all on the next change. 
It can merely be said that there is 
quite a balance of probability that 
the next change will be a decline. 
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The various consumers of sheets 
are working very well, there being 
no appreciable decline in the rate of 
sheet consumption. The dullness 
in the market is made by buyers be- 
ing extremely conservative. 


Old Metals. 


Wholesale quotations in the Chi- 
cago district, which should be con- 
sidered as nominal, are as follows: 
Old steel axles, $21.00 to $21.50: 
old iron axles, $27.00 to $27.50; 
steel springs, $22.00 to $22.50; No. 
1 wrought iron, $15.50 to $16.00: 
No. 1 cast, $18.50 to $19.00, all 
per net tons. Prices for non-ferrous 
metals are quoted as follows, per 
pounds: Light copper, 9% cents; 
light brass, 5 cents ; lead, 4% cents; 
zinc, 3% cents; and cast aluminum, 
15, cents. 


Pig Iron Production Undergoes Curtailment, 
While Stocks Accumulate; Prices Too 


Low for Profitable Operation. 


Shrinkage in Foundry Iron Industry Due to Forced Cancel- 
lations by Foundries—General Situation Not Unfavorable. 


IG IRON production is in ex- 

cess of consumption and pro- 
ducers now generally realize that 
the only way to check the down- 
ward tendency of prices is to cur- 
tail output. Some furnaces have 
been put out of blast, but as a rule, 
producers are trying to stick it out 
as long as possible. While they 
realize that more furnaces must be 
blown out, most of them are leaving 
it to the other producers to take 
such action. 

Investigation of the factors in the 
pig iron situation are far from un- 
favorable, however. It is true that 
there has been a slight shrinkage 
in consumption by the foundry in- 
dustry, but this apparently has been 
due to labor shortage rather than 
to any appreciable falling off in 
business. Foundries right and left 
are being forced to cancel orders, 
due to the fact that they are unable 
to get out the production they had 
expected. The whole trouble in pig 
iron seems due to the fact that 


production is in excess of consump- 
tion. 

The Iron Trade Review says re- 
garding the situation: 

“Undoubtedly the curtailment of 
production will receive more im- 
petus now that prices have reached 
a level which is too low to permit 
of profitable operation of many fur- 
naces. In the East, foundry iron 
has been sold at $27, furnace, for 
the base grade. Probably none of 
the eastern furnaces are able to 
produce iron at less than $26 when 
they take all their cost factors into 
account. With a number of them 
the cost is put as high as $29. Else- 
where a good many producers are 
finding their costs bring them a loss 
on the present selling prices. Thus 
curtailment of pig iron production 
rapidly is becoming a matter of eco- 
nomic necessity for many fur- 
naces.” 

Small sales of foundry iron at 
Pittsburgh are being made at $25.50 
to $26, valley. 
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| ART METAL 
CEILINGS 


SIDE WALLS 


QUALITY—DURABILITY—BEAUTY 


Are thoroughly combined in FRIEDLEY-VOSHARDT 
ART METAL CEILINGS AND SIDE WALLS. We have 
added to our list a great number of new and handsome 
designs. Special designs can be made if desired. Only 
the best of materials used. Weare prepared to serve 
you. Ceiling Catalog No. 33 on request. 


DONT DELAY—WRITE TODAY 


FRIEDLEY-VOSHARDT CO. 


Office: Factory: 
733-737 S. Halsted St. 761-771 Mather Street 


CHICAGO, ILLINOIS 


























PERFORATED METALS 


oe 43 
me 






: All Sizes and Shapes of Holes 
In Steel, Zinc, Brass, Copper, Tinplate, etc. 
For All Screening, Ventilating and Draining 


E\XVERYTHING IN PERFORATED METAL 


THE HARRINGTON & KING PERFORATING © 


NORTH UNION ST.—CHICAC 
-_NE WwW Y RK FFICE a t 4 





Oo! 
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Inland 
Copper 


Alloy 
She ets 


INLAND STEEL COMPANY 


38 South Dearborn St., Chicago 
Works: Branch Offices 


























COR TRG: 


B* hand-dipping Cortright Metal 
Shingles after they have been cut 
and stamped, we insure these shingles 
a zinc coating unbroken by any 
stamping operation. 














C. G. HUSSEY & CO. 


Rolling Mills and Office, PITTSBURGH, PA. 


Manufacturers of 
OLL TINNED AND 


SHEET Coreen, BOTTOMS, R COPP’ 

POLISH ED CO SPI RIVETS, CONDUCTOR 

PIPE, EAVES TRO A BOWS. SHOES, MITRES, ETC. 
Branch Warehouses in New York Chicage and St. Leuis 








Indiana Harbor, Ind. Milwaukee St.Louis 
Chicago Heights, ILL. St. Paul | 








REQUIRES ONLY HEAT 











CHICAGO SOLDER COMPANY 
4201 Wrightwood Ave.,CHICAGO,ILL. 


DAA; 
The Best Eaves Trough 


. Miter in the 
; 7 orld 





= 
-all Dependable Products ~ 


i 5, ._fa 
your Jobber for { hampion 
CH AMPION MITERS LEN DS ? PRODUCTS 
] ’ 


YC) TERRE HAUT! 
LN. INDIANA 








Current Hardware and Metal Prices. 
AMERICAN ARTISAN AND HARDWARE RECORD 








is the only 


publication containing Western Hardware and Metal prices corrected weekly, 





METALS 


PIG IRON. 
Chicago Foundry.. 28.00 to 28.50 
Southern Fdy. No. 





31.01 to 33.01 


36 65 
5 eevee eared 28.00 to 28.50 
. FIRST r QUALITY BRIGHT 
TIN PLATES. 


Per Box 
Ic 14x20 112 sheets $18 45 
Ix ROMs cc ccageece 4 05 
Ixx 14x20 56 sheets it 57 
IxxxX Sera 18 12 
oe ee I ara 18 65 
Ic 20x28 112 sheets 27 50 
Ix Se 29 85 
Ixx 20x28 56 sheets 16 15 
IXxxX | erent Se 17 20 
IXXXX Bees evieneses 18 25 
TERNE PLATES. 
Per Box 
IC 20x28, 40-lb. 112 sheets $25 60 
IX 20x28, 40-lb. “ ” 28 50 
IC 20x28, 30-lb “ 27 21 80 
IX 20x28, 30-lb. “ " 24 70 
IC 20x28, 25-lb. “ x 20 80 
IX 20x28, 25-lb. “ " 23 70 
IC 20x28, 20-lb. “ ” 18 30 
IV 20x28, 20-Ib. ad = 21 15 
IC 20x28, 15-lb. “* ” 17 05 
IC 20x28, 12-lb. “ 8 15 75 
IC 20x28, 8-lb. “ i 14 05 
COKE PLATES. 
Cokes, 80 Ibs., base, 20x28.$14 05 
Cokes, 90 lbs., base, 20x28. 14 30 
Cokes, 100 lbs., base, 20x28. 14 65 
Cokes, 107 Ibs., base, IC 
eee 15 10 
Cokes, 135 Ibs. base, IX 
. ne area 17 15 
Cekes. 155 Ibs. base, 56 
OT Re ere 9 30 
Cokes, 175 Ibs. base, 56 
aa kena aabe eee tin 10 10 
Cokes, 195 Ibs. base, 56 
DE 4d 606004408000686 10 95 
BLUE ANNEALED SHEETS. 
BE akcesacaten per 100 lbs. $4 00 


ONE PASS COLD ROLLED 
BLACK. 





See per 1060 Ibs. $5 00 
a OS |} eager. per 100 lbs. 5 05 
SS Ses per 100 lbs. 5 10 
Fe. aes per 100 lbs. 5 15 
Se aa per 100 lbs. 5 20 
PAE suseceeake per 100 lbs. 5 30 
GALVANIZED. 
ee, PPC Per 100 Ibs. $5 60 
Be BOP: cece en's per100 lbs. 5 76 
No. ae PERE per 100 lbs. 6 90 
TE oy cag we wae per 100 lbs. 6 05 
No. 27 Per i100 lbs. 6 20 
. --per100 lbs. 6 35 
A Ws esecnesawe Pper100 lbs. 6 85 
BAR SOLDER. 
Warranted. 
.. Ser per 100 Ibs. 24 50 
Commercial 
Saree we ae per 100 lbs. 22 75 
Plumbers ..... per 100 Ibs. 21 00 
ZINC, 
a er eee 6 18 


SHEET ZINC. 
Cask lots, stock, 100 Ibs... 11 00 
Less than cask lots. 100 Ibs. 11 50 


BRASS. 
Sheets, Chicago base. ..23%e 
i ME cctivtsssccceesenaltine 
Tubing, brazed, base........ 28%ec 
i eas 19\4ec 
COPPER. 
Sheets, aap Se 23%e 
a es a a ba wee eke 23c 
Tubing, sonintnnn. eer 27c 
Wire, No. 9 & 10 B. & S. Ga., 
ELSE EE 22%c 
Wire, No. 11 B. & S&S. G 22c 
American ~ mhdakdeehess 5 75 
ar 6 75 
NS ait Lisa Race har C aaa Rebeehauals 7 75 
Sh 
Full Coils..... per 100 Ibs. 10 25 
Cut colle...» per 100 Ibs. 11 25 
TIN. 
ee weds meis per 100 Ibs. 39 75 
io 


ee ee Nececccs per 100 Ibs. 40 


HARDWARE, SHEET 
METAL _ SUPPLIES, 
WARM AIR HEATER 


FITTINGS AND ACCES- 
SORIES. 
ADZES 
Coopers’. 
) "T's BPE Net 
WED ccccccecsceccevcees Ne 
AMMUNITION. 


Shells, Loaded, Peters 
Loaded with Black  Powéer 18% 
Loaded with Smokeless 


POWEOP ccccccsscvcceces 8% 
Winchester. 
a Repeater 
rp 20 & 4% 
smokeless Leader 
radia ae a Sa ahaa 20 & 4% 
Black ‘Powder seneeus 20 & 4% 
Nitro’ PN. ccacenesmen 20 & 4% 
Por 20 & 4% 
Be GE sacvsaceesed 20 & 4% 


Gun Wads—per 1000. 
Winchester 7- 8 gauge 10&7%% 
9-10 gauge 10&7%% 
= 11-28 gauge 10&7%% 


ASBESTOS. 


Paper up to 1/16....... 6c per lb. 
Rollboard  ....cceceses 6%c per Ib. 
Millboard 3/32 to %....6c per Ib. 
Corrugated Paper (250 

sq. ft. to roll)....$6.00 per roll 


AUGERS. 
Boring Machine.......... 40£10% 
Carpenter’s Nut ...........++ 50% 
Hollow. 
Stearns, No. 4, doz......... $11 50 
Post Hole. 


Iwan’s Post Hole and we °s 
Vaughan’s, 4 to 9 in.....$15 6 


AXES. 
First Quality, Single 
Bitted (unhandled, 3 to 
S Win BOP Geo swccccsess $14 00 
Good Quality, Single 
= same weight, per 


i-ceeens aeeeeneeees 3 00 
BARS, CROW. 
eeek. 6 Bi) Wi. ccccecsse $ 80 
Genes, © FE. SS rie ccocccece 1 40 
Pinch bars, 
. 6 2 errr 1 60 
BARS, WRECKING. 
TW. eB Bocce cccccuves $0 34 
a ee “vt canevasene 0 43 
sae & errr 6 57 
s&s oo: ee ere 0 48 
ae Ee WI GPs cc ccceseces 0 63 


BITS. 


All Vaughan and Bushnell. 
Screw Driver, No. 30, each $ 27 
Screw Driver, No. 1, each 16 
Reamer, No. 80, each... 41 
Reamer, No. 100 each... 41 
Countersink, No. 13, each.. 20 
Countersink, Nos. 14-15 each 27 


BLADES, SAW. 
Atkins 30-in. 
Nos 


cxonae 6 40 26 
$8 90 $9 45 $5 40 
BLOCKS. 

DE J cac cue enema eee 45% 

Patent ...cccccccccscccccces 45% 

BLOW TORCHES (See Firepots). 

BOARDS. 

Stove Per Doz. 
26x26, wood lined.......$14 45 
28x28, - - Sehr 16 95 
30x30, ” estes -. 19 00 
26x26, paper lined caeawe’s 8 15 
a ee ee 9 10 
30230; ” 7. waneend 16 80 

Wash. 

No. 760, Banner Globe 
(single) ....... er doz. $5 25 
652, Banner Globe 
(single) ....... per doz. 6 75 
o. 801, Brass jan” 
netee dvovensecess oz. 8 25 
No. 860, Singte—Piain 
Kes esed ees s0raees 6 25 


BOLTS. 
Carriage, Machine, etc. 
Carriage, cut thread, %x6é 
and sizes smaller and 
OR asccceane «+++ -45-5% 
Carriage sizes, larger and 
smaller and shorter....40-5% 
Machine, %x4 and sizes 
smaller and shorter...... 50 
Machine, sizes larger and 
longer than %x4...... we 2g 
DE kdnetenrdaveusedes 5% 


BRACES, RATCHET. 


V. & B. No. 444 8 in....... $4 64 
V. & B. No. 222 8 in....... 3 89 
Vv. & B. No. 111 8 in....... 3 55 
Vv. @& B. No. 11 8 im.....-. 3 02 
BURRS. 
Copper Burrs only.......... 30% 
BUTTS. 
Steel, antique eopper or dull 
brass finish—case lots— 
3% x8 %4—Der dozen pairs $3 es 
nll Bevel steel inside 


sets, case lots— 


ituseewered per dozen sets 8 00 
Steel bit keyed front reed 
sets, each .......e6 - 2 00 
Wrought brass bit keyed 
front door sets, each. 4 00 
Cylinder front door scte, 
GEG ce ctcccesesceceeuse 8 50 
CARRIERS. 
Hay. 
Diamond, Regular....each, net 
Diamond, Sling....... “™ " 


CATCHERS, GRASS. 


Wire frame, adjustable bot- 
tom, white duck, ae 12” 
to 16” mowers, doz 0 

Same kind for 16” to "36! 10 50 


CEMENT, FURNACE. 
American Seal, Fy cans, net$ 45 


lb. cans, “ 90 

- 25 1b. cans, “ 2 00 

Asbestos, 5 lb. cans ‘ol 5 

POSOTR. co ccscese per 100 Ibs. 7 61 
CHAINS. 

Proof Coil, %” 100 Ibs..... $97 

Amercain Coil ........... 40-10% 


Electric Cow Lat a 
No. 00, 4%, per doz...... 3 00 


CHIMNEY TOPS. 
Iwan’s Complete Rev. & 


en 0% 
Iwan’s Iron Mountain “oniy. -35% 


CHISELS. 
Cold. 
V. & B. No. 25, 4% 1in., each $0 26 
V. & B. No. 25, % in., each 41 


eo weiat, 
& B. No. 55, % in...... 0 31 
Vien No. 55, % in...... 0 48 


Firmer Bevelled 


Round Nose. 

V. & B. No. 65, % imn..... 0 29 
Vv. & B. No. 65, % in..... 0 40 
Socket Firmer. 

Cape. 

V. & B. No. 50, % in..... 0 31 
V. & B. No. 50, % in..... 0 57 
CHUCKS, DRILL. 

Goodell’s, for Goodell’s Screw 

a, eee List less 35-40% 
Yankee, for Yankee Screw 

DPIVETS cccccccceccesccces $6 00 

CLAMPS. 

Adjustable. 

PEMTEI SD cecccccccscceseces 30% 

i, Me CR: ace min aah 20% 

No. 100, Deer (Stearns) 

M,. ofedsccsonsbesvess $22 00 
Carpenters’. 

Steel Bar..List price plus 20% 
Cogsinge Makers’. 

2% - -inch meneceens per doz. $ 7 00 

-s« “ Seone siege ” 14 00 

Se! semanas - 28 00 
— * " taesnenen - 42 00 
Hose. 

eemnese brass, %-inch 

ee Ch. cicnacteneeenas $0 48 


oo. Sees, %-inch, per 
do Hpoepbece 1 20 


CLIPPERS. 
Delt (Caretus). 

& eevgeegmencmrgte 
BP SD 660000686 0bs0dseccee 4 25 
CLIPS 

Damper. 
Aeme, with tail pieces, 
BOP GOR, cocnesesccecees $1 25 
Non Rivet tail pieces, 
rr eee 26 
Non Rivet Gta suncens 90 
ere oe 
COPPERS—Soldering. 


Pointed Boofing. 


3 Ib. ant heavier....per Ib. 40¢ 
BH Wricccccccceseesece pee 46c 
BS Bi cccccecvcceceere *  48¢ 
2% Bir coccccecscvcecese “ ‘56 
BD Bk cccccccccsescces “ — 60e 


CORD. 
No. 7 Std. per doz. banks. -$10 86 
No. 8 12 60 


COUPLINGS, HOSE. 


ee per doz. $2 25 
CUT-OFFS 

Standard gauge ............. 35% 

Pe. CE dnc une neie hats weal 20% 


Kuehn’s Korrekt Kutoffs: 


Galv., plain, round or cor. rd 
StanGarGd GAUGES .c.cecccces 0% 
De ME §46604460000060088 10% 
DAMPERS, STOVE PIPE. 
Diamond. 
 ccseeonnes per doz. $1 65 
Cast “American.” 
ee ee Gi wcnccceas $1 55 
7 ” we De i otk gl ei 2 26 
8 o ”  2ts0weenes 3 55 
9 ce “ cp eneoeren 5 30 
10 i sid Fo he ae a 6 60 
12 baa ” y  eaeeeeudnd 8 00 
Check. 
7 inch, each 2 sseneseee -+-$1 00 
60eneseee onus 1 25 
9 ~ <r Cro CT 1 50 
10 = me beeedeenweus 1 75 
12 = e sheewnnneneed 2 26 
Bee BE cntcowensness ss 40-19% 
DIGGERS. 
Post Hole. 
Iwan’s Split Handle 
(Eureka) 


4-ft. Handle...per doz. $14 60 


7-ft. Handle...perdoz. 386 00 
Iwen’s Hercules pattern, 
DOP GOR. sivencceceveces 14 90 


DRILLS. 
Vv. & B. Star, 12-inch Sonat, 


%, 6/16 and %, each....$ 2% 
Tp GD 00sb0edees6encees 36 
:. —_ s00eeoeees 6oees 64 
aS nin kane aneone ae $1 
.& B. “Star, peace Lengt, 
My 5 an p Gasetecn 33 
ie, MD 64046000 e0ee08 ee 45 
Ree 69 
Bic GUD 006 604006006006% 1 05 
EAVES TROUG 
Dt? ~tegithene ih deekewaeeues 
Galv. Crimpedge, crated. ..70-5% 


ELBOWS—Conductor Pipe. 
Galvanized Steel, Fin and Terne 
Plain Round or Round Corrugated 

2 to 6 inch, Std. gauge ....60 
2 to 6 inch, 26 gauge ......40 


2 to 6 inch, 24 gauge....... 10% 
Milcor nes one necebesseneenses 
ape plain or corrugated, round 

at. 

Crimp, Std. gauge......... 0% 

26 Gauge Std. gauge. cana --40 

24 Gauge sts, Spases: coene 10 
Square Corrugat 

Standard gauge ........... 45% 

PD sueneceacessnceuee 30% 

cin kin dey G56 kane eet 

Standard gauge ..........- 46 

Dien eb ieee dee e dee 30 
Portico Elbo 


Standerd Gauge Conducter Pipe. 
Plain or corrugated. 

Not nested 

SOE EE web sdesence 70 & 5% 


ELBOWS—Stove Pipe. 
1-piece Corrugated. Uniform. 


Doz 
Pn  . bi ceabunae enews --$1 46 
DE. otedeneneeeseueses peo Be 
POE 648n0n0000eeeeseen04 - 210 

Special ‘Corrugated. 

Dos. 
CE 64.000 5405445055 05500 $1 46 
PEE: s2560dnedasadensmeba 1 76 
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[ Make Your Own Elbows, Any Size 


in Two Minutes, with this Machine ©@ 


Here is the Most Remarkable Machine ever made for the Sheet Metal Worker—just take your — 
straight pipe—fasten the form or jig to it and in two minutes you have your 3 or 4 piece adjustable - 
elbow all ready for use and any size you want. capacity 


7” to 36” 


PURNELL ELBOW EDGING AND CUTTING MACHINE 


We can’t begin to tell you in details about the design, construction and equipment of this machine in this space. 


It is simple and sound and ye of the very best materials—both installers and manufacturers are using it to save time and 
labor. It does away with a large stock for the installer and enables him to make his adj stable elbows any size for each job af once 
when he needs them. 

Write today for circular giving complete description and price. 


CHICAGO ELBOW MACHINE COMPANY 
810 North Boulevard OAK PARK, ILLINOIS 











° 


TANDARD 




















Send For These 





Ventilator Advertisements 

S of the rotatable type and swings ab- Arex Ventilators are known in every industry — 

solutely free in the slightest draft. thousands of dollars are ~ agg ey month -_ 
The construction is scientifically correct me qantas Ca, a ae 
and unusually strong. It works per- the man will Eeokesel to know you have given 
fectly i in al! kinds of weather and handles the best. 

% more air than stationary ventilators of 
equal clea. Order from your jobber. Write for AREX COMPANY 
our catalog and prices today. J.C. Kernchen, Pres, 
Manufactur-d by 1581 Conway Building, Chicago 


STAND ARD VENTILATOR CO. 


LEWISBURG, PA. 











THE ORIGINAL SIPHONAGE VW AGE WEN TINATO! OR} 
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Memorial Monuments 


GALVANIZED STEEL 
Write for Prices and a a 
Illustrations p 4 C IZED ARMCO IRON 
BLACK and GALVAN- 
IZED TONCAN 
Gerock Bros. Mfg. Co. = F 


TERNE PLATE 
Sheet Metal Ornaments We sell the best grades of all BRIGHT TIN 


kinds of Sheet Metal. ZINC LEAD 


ST ATU ARY Write today for complete catalog. COPPER 
BERGER BROS. CO. 


1252 So. Vandeventer Ave’ 229 to 237 ARCH STREET 
WAREROOMS AND FACTORY: 100 to 114 BREAD STREET 


St. Louis, Mo., U. S. A. PHILADELPHIA, PA. 


Pini TUTTLE MLE Ce ML 


CHICAGO STEEL SLITTING SHEAR 


LIGHT—POWERFUL 
DURABLE 
Capacity 10 gauge sheets 
Any Length or Width 
Flat Bars 3/16 x 2” 
Weight 22 pounds 





LULL CLL. ig 














NMEMORY 











Samm 





50-INCH FORMING ROLL 


This Forming Roll is built 
in all standard sizes, with our 
Patented Opening Device by 
means of which it is opened 
and closed in a few seconds. 


We build a complete line of Shears and 
Punches, all sizes, for hand or belt power 


Write for Catalog “R” 


BERTSCH & CO., Cambridge City, Ind. 
TITTTITTTTTITTTI TTT 





























Sheets Price $12.50 Net 
OSBORN rn ono 
Gutter : == Made of pressed steel and equipped with old 
A large stock always on hand. Write for down. Blades of highest grade crucible stec! 
interesting prices. Most indispensable high grade shears made. Equal to other shears sell 
THE J. M. & L. A. OSBORN COMPANY, Cleveland , Ma Renee sew. er ee 
Sheet Metal Workers’ and Furnacemen's Supplies DREIS & KRUMP MFG. CO., 2915 S. Halsted St., Chicago 
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Uniform, Collar Adjustable, 


CeOMOM ccccccce ceewcecocoecewn 00 
CoIMOR cc ccccccccccccccvccces 10 
T-inch ..... Voeoceescoeceses BOF 


WOOD FACES—50% off list. 


FENCE. 
Field Fence ccccccsccccsscoe SR 
Lawn PrPeeeeererer rT 


FILES AND RASPS. 


Heller’s (Am-rican)........6 
ae 6 
Arca ° 
Black “piaimiond oe 
Ea 


} rg Western 
Kearney & Foot.... 
McClellan 
Nicholson 
Simonds 





LAKAI LNNNNLA 


FIRE POTS. 
Ashton Mfg. Co. 


Complete line 
Firepots and Torches... 


Otto Bernz Co. 


No. 1 Furn. Gasolene with 

large shield, 1 gal.....$ 6 75 
No. B Furn. ‘Kerosene, 1 

OE. samenes «ees - 15 12 
No. 10 Brazier, Kerosene 

or Gasolene, 10 gals... 47 52 


52% 


No. 6 Torch, , a ene or 
Kerosene, 1 pt...... 92 

No, 83 Torch, asolene, i 
SG cecvecssocecs - & 40 


qv 
No. ‘6 Torch, Gasolene, ‘i 
Db cesebcvtnsassoeccoss 4 065 


Clayton & Lambert's. 
East of west boundary line of 
Province of Manitoba, Canada, 
No. Dakota, So. Dakota, Ne- 
braska, Kansas, Oklahoma, Am- 
— San Angele and iareee 
West of above ‘boundary | line .48% 


Geo. W. Diener Mfg. Co. Ea. 
No. 02 Gasolene Torch, 1 


Se. wen bah ate taeda aa x $ 5 55 
No. 0250, Kerosene or 

Gasolene Torch, 1 qt... 7 50 
No. 10 Tinners’ Furn. 

Square tank, 1 gal..... 12 60 
No. 15 Tinners’ Furn. 

Round tank, 1 gal.... 12 00 
No. 21 Gas Soldering 

SE aici ats oo 3 60 
No. 110 Automatic Gas 

Soldering Furnace .... 10 50 

Double Blast Mfg. Co. 


Gasolene, Nos. 25 and 85...60% 


Quick Meal Stove Co. 
Vesuvius, F.O.B. St. Louis 30% 
(Extra Disct. fer large 
quantities) 


FREEZERS—ICE CREAM. 
Peerless and Alaska 
B GE ceecenceesccesese $2 95 
OE ouceseceeséee cooe 8 OS 
SBS GUMS wcccccsce eoccceecse § 20 
White Mountain 
GUBTS cccee beeenoeeesen $3 50 
SD vcccvsceseesseeoe 4 90 
aE 4 406960006000e00800 5 70 
GALVANIZED WARE. 
ie {Competition}, 8-qt...$2 20 
De, eacceesenweeeecesese 2 50 
is-ae. cee eeoesesceeonceuse 2 76 
14-qt. icktotneeeketan 3 00 
Ve CU Bete Be scccccees 7 25 
DS Cis etaawce te eewwen 8 00 
Ne OD enssdndseeeennseeees 9 25 
GARAGE DOOR HARDWARE. 
DONE socncccesews soeene All net 
AUGES. 
Marking, Mortise, etc.......Nets 
Wire. 
re rere rr 25% 
GIMLETS. 
Discount *+* aes gS % and 10% 
wwe Strength, A and B. 
-hinee se meena & 85% 


Deuble Strength, A, all sizes 84% 


GREASE, AXLE. 
1-lb. tins, 36 to case, 

_ St’ st00s6eee0ses $4 78 
3-Ib. tins, 24 to case, 

a ge canene secccese VU @® 
6-Ib. tins, 12 to case, 

BOP GOES ccccescccecece 7 20 
10-lb. tins, per dozen.... 10 40 
15-1b. tins, per dozen.... 13 80 
36-lb. tins, per dozen.... 19 20 





HAMMERS, HANDLED. 


All V. and B. Each, net 
Blacksmiths’ Hand, ae. 0, 
Sp yererrrrery $1 00 
Engineers’ No. 1, 26-02..... 1 00 
Farrier’s, No. 7, 7-02.....--- 93 
Machinists’, No. 1, 7-0z..... 78 
Nail. 
ba No. 41, 20-0. 
MOM ccocvccceccsee 1 45 
Venadium, No. 41 4 16-o., 
GOOD ovceccsvsene 1 45 
be & B., No. 11%, ‘16-o. 
DR sccboesd caaunssae4 1 04 
Garden City, No. 111%, 16- 
GBie “CRG ccccecs ceeecce 87 
Tinner’s la Ne. ae 
OB, GRO ccccccccscccccccece 82 
Shoe, Steel, No. 1, 18-0z., 
GRO coccqeccseccccseccece 66 
MS dacaésnceoén 
Magnetic. 

No. 56, 4-oz., each...... 72 
HAMMERS, HEAVY. 
pester’ ogtbaeseiees sesneneemnen 

Mason 


Single and Double Face. 


HANDLES. 
Axe. 
Hickory, No. 1.. 


-Per doz. 3 00 
Hickory, No. 2. 4 00 
lst quality, second growth 6 00 
Special white, 2nd growth 4 50 
Chisel, 
Hickory, Tanged, Firmer 
Assorted «+eeee-per doz. 65c 
Hickory, Socket, irmer, 
Assorted ........ per dez. 70c 
Pike. .cccccccccces OF Goa. $1 30 
Hammer and Hatchet. 
No. 1 per doz....... ooeet® 80 
Second growth hickory, 
DOF GOB. coccccccccccses 1 40 
Soldering. 
Pet GOS. .ccces eesedoesese $2 40 
HANGERS. 


Conductor Pipe. 


Milcor Perfection Wire....25% 
Eaves Trough. 
Steel hangers ......... «+++. 30% 
Triple Twist wire........... 10% 
Milecor Eclipse Wire......... 20% 
Milcor Triplex Wire.......... 15% 


Milcor Milwaukee Extension. 18% 

Milcor Steel ( ? after form- 
ing) List plus........... 12% % 

Milcor Selfiock *E. T. Wire, 
List plus 


HASPS. 
Hinge, Wrought, with staples, Net 


HATCHETS. 
Vv. and B. Supersteel. 
Broad, No. 1, 24-0z...... $1 43 
Broad, No. 8, 82-oz...... 1 
Half, No. 1, 15-oz..... oe 


Flooring, No. 
Flooring, No. 2, 
Shingling, No. 1, 17-oz.... 
Shingling, No. 2, 28-oz. 

Lathing, No. 1, 14-0z..... 
Lathing, No. 2, 17-oz..... 1 25 





Vanadium §&8teel. 
Half, No. 62, 22-oz..... -$1 82 
Underhill Peiten Lathing, 
9 row, 19-02............ 2 29 
HINGES. 
Heavy Strap, in Bundles. 
4 inch, dozen prs.........$1 12 
- yet © steeuacus Be 
6 - -  paeeeees s F 
8 = - F sececoces 3 96 


Extra Heavy T in Bundles. 
4 inch, dozen PIS...--- oof 





5 
6 cf) “ iid 
8 iid ee iT) 

HOES. 
ere yr eeeedeesese -Net 
HOOKS. 

Box. 
Vv. and B. No. 9, each....$0 26 
Conductor. 


GepGuctes Hooks ......20-10% 


“Direct Drive” Wrou rht 


Iron for wood or brick 15% 
Cotton. 
V. and B. No. 8, each... 24 


Hay. 
V. and B. No. 1, each.. 26 
Bar Meat. 
V. and B. No. 26, %”, 
eac ac6n900 0s eocsese 09 
Vv. and B. No. 28, %”, 
eac seesedeveccccose 16 


Screw Meat. 


V. and B. No. 2, per gro. € 60 
Butchers’ “8.” 
V. and B. No. 6, each.. 08 
V. and B. No. 8, each.. 11 
HOSE. _ 
%-in. 2 ply molded. .9%c to T2%s 
Se-in. Cord ....+se0- om *t 
%-in. wrapped ..... . 13%c 
IRONS. 
Genuine Mrs. Potts, nickel 
plated, per set......... $1 55 
Asbestos No. 70, per set. 2 10 
Asbestos No. 100, per set. 2 30 


E. C. Stearns’. 
No. OA Corner, doz. sets $2 50 
No. OB 2 76 


KNIVES. 
Beet Topping. 
CagSe. 9-in. Grimtter Biaée, . . 


6586050006 eS 
California ereeeseesnsnnned 25% 
Butcher. 
Beechwood Handles, 6-inch 
BINED ccccsccesvccseseces 25 
Beechwood ‘Handles, 7-inch 
Beechwood Handles, “g:inch 
blade eeegenecees ecccecde® 
Cooper’s Hoop. ......- coccecS® 
Drawing. 
Standard ...ccccccccces 25% 
AG§ustable ..ccccccccccces 5% 
Barton’s Carpenters’......25% 
Hay. 
Iwan’s Solid Socet ween ++ -25% 
MEORENS  cocccecccosccceses 3% 
Iwan’s Sickie Edge eeeeene 25 
Iwan’s Imp’d Serrated.... 26% 
Hedge. 
Challenge ...ccccccccccccees 25% 
Disston’s No. 1........+-. 22-35% 
Putty. 
COMMON ...-crecccccesees 25% 
EMRGSTO ccccccccccece 22+ +25% 
Scraping. 
Beech Handles ........... 25% 
LORGOPS cccccccccccccccccs 25% 
KNOBS. 
Door. 
Mineral ........ per doz. $2 00 
Porcelain ........ es 2 00 
OST ” 2 00 
LADDERS. 
Step. 
Common, per ft.......... -28c 
veenen. with Shelf, = 10¢ 
TEES Soeteseesosecneecoess --84c 
WEEE 6 to 9 ft.. -«-55c 
20 CO 3G BRccccceccccccce --60c 
LANTERNS. 
Per doz. 
Monarch . hot blast....$ 8 25 
Dietz No. 2, cold blast..... 13 00 
Best tubslar .ccccccccccsces 8 25 
Competition lanterns No. 6 
CUBUERF ccccccesece eeeees 6 90 
LAWN MOWERS. 
BRIM cccccceccesce ee -.$5 20 
SEGRE cvccvsecccvccecss 5 
Ball Bearing. 
4 blade, adjustable bear- 
ing. 
OF sepeceeeseee cirincenee $7 50 
DP . cctnsibekeonsenanens 7 80 


LEATHER BELTING. 
From No, 1 Oak Tanned =. 


Extra heavy, OZ... 000 0 85 

Heavy, “OB. cccccccce «++ -40% 
Medium, 14%-oz. ..... ++ +-40% 
EA, SEER. ccccccccecoces 50% 


LEATHER LACING. 


Cut, strictly No. 1.. - 45% 


LEVELS. 
Disston, pe. 28 Asst........$22 05 
° 


= No, 22, 24 in., each 2 40 
” Shafting, 6 in...... 19 80 
» 6 in. gr. glass 24 20 
* we. 2 Me cocncs - 6§& 76 
ee No. 2 40 
" 24-26 in., each... 1 02 
a 28-30 in., each. 1 00 
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LIFTERS. 

Stove Googe. 
Co red oe , BT. 1 00 
4 16 


LOCKS. 
No. 60 Stearn’ 
oO. earn’s..per doz, 
No. 80“ om G2) ge 


MALLETS, 

Cartore Head No. 2 

re Hea 0. 2, per doz, $1 
yes Me. ob “m oH H4 
ct] °. . o 
Round Hickory 20 66 
eoccees per des. $3 00— 6 09 

Tinners’. 

ee per doz.$2 25 
MATS. 

Door. 

National Rigid....6 &10& B+.) 
Acme Steel Flexibie........ 60% 
MITRES. 

Galvanized stee] mitres, and 
caps, end presen, outlets.. + 80% 

BEROSE ccccccecccescececses 

Galv. one piece “stamped. 40% 

MOPS. 

Cotton, Star (Cut Ends). 
Pounds 12’ 16’ 18 24/.3-o, 
Per doz. $4 00 435 6 50 7 06 

Enterprise ...seeeeceees + 16%HG 

POE 9006 086606606% ---60 & 5% 

NAILS. 

Cut Steel ...... we66easeaend $4 70 

Sn Sn caked eesekeacnd eon 4 70 

Wire. 

Common ....... waeeueeees 3 80 

Cement Coated. 

Ss  Saneevensees +. 2 30 

Horseshoe, 

DE «6 ennedegnsees 55 & 5% 
CAPOWSE .ncccccccccce 15% 
PEE cccecesenne ---55& 5% 
Putnam ....... 0000 e 20k 5% 
BE seceecoscevcesses 30& 5% 


NETTING, POULTRY. 
aa before weav- 


LAtieht aaah ane 45-10% 
Galvanised ‘after weav- 
BE ccccescoeceece coccccces AON 
NIPPERS. 
Nail Guiting. 
Vv. & B. Mm B.cecce coccccetae 
Double Duty. 
VT. @ B. TR De ccccccccees 76¢ 
Hoof. 
Gotere 000000 00406 40 & 10% 
. & B. No. “62, each......$2 26 
NOZZLES. 
Hore. 
Magic ...... -+.-Per doz. $9 50 
Diamond ........ - 6 15 
OILERS. 
Chase Pattern. 
Brass and Copper......... 10% 
Zine Plated ..........40 & 5% 
Railroad. 
errr rr es ontexuael 20 & 5% 
Coppered ....cccceeess 60 & 5% 
Steel. 
Copper Plated ........70&5% 
OPENERS. 
Delmonico coo DOP doz. $1 30 
Never Slip........ 66 
Crate. 


Vv. & B...per doz. $7 25—11 00 


PAILS. 
“= ithout 
-qt. without gauge, 
000006ses 6000s per doz. $9 50 
18-qt. without gauge, 
Coeanwos -per doz. 11 00 
20-at. “without gauge, 
cveseceeeserees per doz. 11 76 
Sap. ; 
10-qt., IC Tin....per doz. $4 00 
12- Ci) i] if] “ 6 60 
Stock. 
Galv. qts. 


30 
Per doz. $9 ts 10° 16 2 15 14 60 


Water. 


Getventecs qts. 10 12 


14 
Per doz. .....$5 75 6 6@ 7 36 






























July 14, 1923. 


‘‘Every User a Satisfied User’’ 
DOUBLE BLAST 


Gasoline Burning 


FIRE POTS 


You waste no heat orfuel when youuse them & 
because the TWO hot blast flames are forced to & 
the center of the burner. The fuel - A : 
burns with a blue flame. = 
Our Ne. 25 DOUBLE BLAST FIRE POT shown here- & 
with is guaranteed to heat soldering irons & 
TWICE AS FAST as any other fire pot made, and & 
with ONE-HALF the gasoline the others use. 
This is an excellent fire pot and one that 
will stand up under hard use. We would 
















5 
be glad to give you more information and q 
prices on this and other models. 


co = Write for our illustrated catalog today 
No. 2s DOUBLE BLast DOUBLE BLAST MFG.CO. 
Tinners’ Fire Pot NORTH CHICAGO, ILL. 
TANT 








SU IILILLALLILLL ALLL ELLA LLL DTT 


CHICAGO STEEL CORNICE BRAKES 
STANDARD OF THE WORLD 









THE BEST BRAKE FOR ALL PURPOSES 
Most Durable, Sostest Operated, Low in Price 
Made in All Lengths and to Bend All Gauges of 
Metal. Over 15,000in use. 

WRITE FOR PARTICULARS 


DREIS & KRUMP MFG. c0., 2915 S. Halsted Street, CHICAGO 





MUMUMMUUESAAMC HUAN 





MAUUDANASTNELSENONQQUUULOOURDAGULSOUALOUO EU UUU SHOU AENEAN 


NCE a user always a user. ‘tN Seas j 
Torrid Tinners Furnaces Ae 
are a standard of their own 
reputation. 


Geo. W. Diener Mfg. Co., Chicago, I11* 
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THE DOUBLE NEEDLE IS 
A BETTER TORCH, WHY? 


Because it has all up-to-date improve- 
ments, giving better service and satis- 
faction to the user. It burns modern 
low grade fuels, either gasoline or kero- 
sene, producing over 300 degrees more 
heat and is perfectly controlled. Upper 
Needle cleans, lower regulates flame. 
Both have blunt points, overcoming 60% 
of all Burner troubles caused by other 
makes with sharp pointed Needles. Tank 
is strongly braced making Burner and 
handle rigid. No. 208 is quart, No. 206 
two quart and No. 210 pint size. It is 
the Torch for service. Jobbers supply 
at factory prices. Catalog upon request. 


- note CLAYTON & LAMBERT MFG. CO. 
Ask for Discount 10635 Knodell Ave. DETROIT, MICH., U.S.A. 














have an extremely G™=s 
powerful flame. 


They are made of 
the best material 


that can be obtained 
and their construc- 
tion insures long 
serviceability. 


Write for Descriptive 


Circular Today 
For Gasoline For Coaloil 


QUICK MEAL STOVE CoO. 


Div. American Stove Company 
825 Chouteau Avenue St. Louis, Mo. 








FOR ECONOMICAL OPERATION 
“ALWAYS RELIABLE” TORCHES and FURNACES 


Five Reasons Why This Line is SOQ ECONOMICAL: 


1, Fitted with a funnel which permits saving of time and prevents waste of fuel. 

2. Fitted with burners which start promptly, eliminating waste of time. 

3. Fitted with burners which produce a perfect, blue, hot flame with the smallest 
amount of fuel, thereby saving fuel. 

4. Fitted with burners which are so constructed that they can be cleaned thor- 
oughly and quickly, enabling a saving of time. 

5. Each article is made substantially from the best materials and by skilled 
workmen, therefore, will give long service. 
Ask for catalog on entire line. 


Most jobbers can furnish from stock. Others will gladly order for you. 


OTTO BERNZ CO., Inc., Newark, N. J. 


ESTABLISHED 1876 











CLARK-SMITH HARDWARE Co. 


Plecker’s Galvanized Eave Trough and Corrugated Expanding Conductors 


Made of Cost no more 
Keystone Lasts longer 
Copper Bearing Therefore 
Steel . Cheapest 


PEORIA, ILLINOIS 

















The latest news about the Warm Air Heating Industry is 
to be found in this Journal every week. 


This is the only trade Journal covering this field published every week. 























42 
PARERS. 

Apple. 
Goodell’s ....... per doz. $10 80 
Turntable ....... * 11 40 
White Mountain.. ng 8 40 
Reading No. 78.. ” 11 40 

PICKS. 

GaomsvastesW ceocccccccseceoves 40% 
OR OOS 60 & 5% 
PINCERS. 

All Vv. & B. 
Cogpenters_ cast steel, 
Phesees 8 10 12 
Each $0 >A $052 $061 $0 71 
Blacksmiths’, No. 10........ $0 64 
PINS. 
Clothes. 
Common, per box of 5 gro. $0 95 
PIPE. 
Conductor. 
“Interlock” Galvanized. 
Crated and nested (all 
GOOG) sevcececescccs 60-7%% 
Crated and not nested 
(all gauges) ........60-2%% 
Square Corrugated A and B and 
ctagon. 
Te? MD scecenececad - -60-10% 
_ = cocccccccce ONC 
= = Cenetmeneen «++ -60-10% 
a * fees ecngecoseat 66-10% 
“Interlock.” 
Crated and nested ee | 
ee eeeesees + 60-74% 


gauges 
Prices for Galvanized Toncan 
Metal, Genuine O. H. Iron, Lyon- 
‘more Metal and Keystone C. B. 
on application. 


Steve. Per 100 joints. 
s cause. 6 inch E. C. 
DE ns86ebenbueeansens $16 00 


26 gauge, 
ested 


coccccccccscocccce 10 OO 

26. Eauee. 7 inch E, C. 
ME stcddosssatecescce 00 OD 

.. gauge, 6 inch E. ed 
MOSSE cccccccccccccccose 16 


28 gauge, 6 inch E. c. 
RCE secceccccasscsecee OO 


28 gauge, 7 inch E. C. 
neste 


= Sa ip ae ew . 18 00 
RD cn saan camete ace 008 


$eveesooces eocccee 16 OO 
1-Joint Made up, 


TCH. wees esees 


Per 100 $40 00 


Furnace Pipe. 
Demie = 


Pipe and 
++ 40% 
com = Pipe, Round 

Pipe Fittings = POP. . | 
Galvanized and Back 


Iron Pipe, Shoes, etc... .40% 

Milcor, galvanized.........40% 
PLANES. 

Stanley Iron Bench.......... Net 
PLIERS. 

(Vv. & B.) 

Pree SO. BOR ccccsscces $2 60 
” es. Se Me ecncccesen 64 
~~ 2 & ee 69 

Gas, No. 7, each........... 55 
oP CE CDS a6 080.0 es 61 
a = nn 87 

Lining or Crimping. 

No. 36, each...... aman we 64 

Button’s Pattern. 
 * - sees 61 
ee i Ns 6 h0ideeeseen0 74 

Double Duty, No. 106...... 60 

POINTS, GLAZIERS’. 


No. 1, 2 and 3..per doz. pkgs. ¢5c 


POKERS, STOVI. 
Wr't Steel, str’t or bent, 
cocccccccccccecse POF GOS. 


Nickel Plated, on 
handles .... - 1 10 


$0 75 
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POKERS, FURNACE. 


Each cohebéen seed ceeds .-..80 60 
PULLEYS. 
Avwning—Jap’d ......--+e+++> 10% 
Clothes Line ........--++++++s 10% 

Hay Fork. 

Iron Wheel, 5-in..per doz. $2 50 
Wood Wheel, 6-in. wa 2 65 
Wood Wheel, 6-in. 

pass knot ..... - 3 00 

Sash. 

COMMON ....ee ee ereveeeers Net 
Common-Sense, 2-in.... Net 
Empire Pattern, 2-in....... Net 
TGR] ccccccccccccece ere 
Steel cccccccccccesese teens Net 

Furnace Regulator, doz. lots, 

BOP GOB. ccccccvccescceses $0 60 
PUMPS. 

Spray. 

Midget Junior....per doz. $3 75 

New Misty....... " € 00 

Crescent ........ ” € 60 
PUNCHES. 

Machine. Each. 
Vv. & B., No. 11-18, 1%x6..$0 19 
V. & B., No. 90, %x9..... 27 
V. & B., No. 10, %x10.... 29 
V. & B., No. 1-6, %xé.... 12 

Center. 

V. & B., No. 50, %x4..... $0 14 

Belt. 

V. & B., No. 101-103...... $0 24 

V. & B., No. 108-109...... 33 

Vv. & B., No. 25, ass’t..... 3 80 
PUTTY. 

Commercial Putty, 100-1b. 

BES cccccccccccccescccecs ae 
QUADRANTS. 
Malleable Iron Damper...... 10% 
RAKES, 

Garden. . Per doz. 
Steel, Bow, 12-inch Teeth $8 50 
Steel, Bow, 14-inch “ 9 365 
Malleable Iron, 12-in. “ 4 75 
Malleable Iron, 14-in. “ 6 00 

Hay. 
ce ek eee $4 00 

Lawn, 
eer per doz. $5 50 

RAZORS—SAFETY. 

GHIOGRS  cccccccess per doz. $45 00 

Ce ae ” 465 00 

Gem ehanheeaiese es 8 40 

Gem (8 doz. lots).. _ 3 00 

Every Ready ..... = 8 40 

Ever Ready (3 dz. lots) “ 8 00 

RAZORS STRAIGHT. 
RAZOR STROPS. 

Btaw CHM) ccsccvescscecs 50% 
FLOOR REGISTERS AND 
BORDERS. 

0 eRe 20% 
Steel and Semi-Steel.......334%% 
errr re 3314 % 

Adjustable Coiling 
Ventilators... ..338144% 


Register Faces—C1-t and Steel 
Japanned, rer and Plated. 


(£3, SS eee ee 33% % 
Large aaa Faces—Cast, 

Se. We OR -6-2 neces 60% 
Large Register Pus Steet, 

14x14 to 38x42 ..-65% 

PAPER. 

Roofing. Per Square. 
Best grade, slate surf. prepd. $2 00 
Best talc surfaced...... coe: 3 36 
Medium tale surfaced...... 1 60 
Light talc surfaced........ 0 95 


Red Rosin Sheathing, per ton 75 00 
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ROPE. 
Cotton. 
%, 5-16 in. and larger, 
DE Gihés cs vaceeenwue 50c to 60c 
Sisal. 
Ist Quality, base 14%c to 16%c 
BO BD sccwecescvous 13% c to 1l5c 
Manila. 
1st ew standard 
BORED ccccccce 18%c to 20%c 
TA. B cecceccocess 17c to18% 
Hardware Grade, per Ib. 17%c 
SAWS. 
Butchers’. 
Atkins No. 2, 14-in...... $12 75 
ad No. 2, 18-in...... 14 30 
- No. 7, 16-in...... 16 85 
= No. 2, 22-in...... 15 92 
a No. 7, 20-in...... 18 05 
” No, 7, 24-in...... 20 20 
” No. 7. 28-in...... 22 35 
Compass. 
Atkins No. 2, 10-in..... $ 5 45 
se No. 10, 10-in..... 5 60 


- Blades, No. 2, 10-in. 3 25 
- ” No. 2,10-in. 3 30 


Cross-Cut. 

Atkins No. 221, 4 ft...... $3 03 

- We. BER, S-Bb.cccce 4 45 

“ Te. GE, OGbewccce 6 07 
Hand. 

Copper Burrs only.......... , 30% 

” No. 96, 20-in... 21 70 

Hand and Rip. 

Atkins No. 54, 20-in......$19 50 
™ No. 64, 26-in..... . 24 40 
- No. 68, 16-in...... 18 10 
- ee! eee 22 90 
” No. 63, 24-in...... 26 60 
- No. 63, 28-in...... 31 45 
= No. 53, 30-in...... 34 15 

Keyhole. 

Atkins No. 1, complete... $3 10 
” No. 2, complete.. % 70 

Miter Box. 

Atkins No. 1, 4x20...... $32 65 
at Be. 1, GUBB..ccee 38 00 
™ We. 1, GnB8...... 42 20 

Pruning. 

Atkins No. 20, 12-in.... $ 8 45 
” No. 10, 16-im.... 18 15 

Wood. 

Atkins No. 202.......... ST 
- ee er o> OTS 
” SS ere 15 60 
” We. BGO. cccceces 16 56 

SCRAPERS. 

Box. 

No. 6, six blades each ... 25c 

Hog. 

A Me awadibwnind whe x 25c 

Floor (Stearns). 

BU@. 10, OBER. cccccccccces $11 60 
SCREEN DOOR HINGES. 
Geek BOGE cccccsccec gross $13 00 
EEE Kcnerecoececess = 9 50 
SCREWS. 

BRE. ccccvcees Standard List 45% 
gimlet pointed........... 50-5% 
gimlet pointed.......... 40-10% 

Wood. 

Pe a SE. onacasesnacon 80% 

BR. TE. TON cccccccccocoss 78% 

i ee errr rrr re 74% 

a Rr re Tr 76% 

T.. Te. BRED cccccceseceses 74% 

Sheet Metal. 

No. 7, %x %, per gross.$0 55 


No. 10, %x3/16, per gross. 75 
No. 14, %x %, per gross. 90 


SCREW DRIVERS. 
Uncle Sam Standard Head. 


3 inches, each........... $ 45 
5 inches, each........... 62 
8 inches, each........... 63 
12 inches, each........... 1 02 
Uncle Sam Insulated Head. 
3 inches, each........ coos 6@ 
5 inches, each...... ee 57 
8 inches, each........... 76 
12 inches. each........... 114 
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SETS. 
Nail. 
Vv. & B. 
No. 100, in cardboard 
DO dnascdtasnsed doz. $1 5% 
No. wees - wooden boxes, 
sence cccccccecces GOR 8 68 
No. 30, assorted eevee doz. a9 
No. 5, in cardboard boxes, 
eo cceccceceoccscece doz. 1 % 
No. 5, In weoden boxes, 
eececeeseesocescoe doz. 1 30 
Rivet. 
Vv. & B. 
a. SOP Tree $0 is 
ET TOE ks sis soca a caus 0 4 
om Gh 6066s s i ccans 0 60 
Saw. 
Atkins No. 10....per doz. $3 99 
as eS ee sae 6 2 
SHEARS. 
Per Doz 
Nickel Plated, Straight, a $12 90 
- we 14 85 
at - ™ - 16 80 
Japanned, Straight ....6” 11 00 
“ o cooet™ 896 
“ o oc008™ 98 G0 


SHEAVES, SLIDING DOOR. 
Common. 


Inches ...... 3 + 5 
Per set ...... $140 175 2 4 
Hatfield’s. 
Per set $1 80 210 2 75 25 
SHINGLES. 
Per Square 
RP $18 Oo 
SHOES. 
Milcor. 
Galv. Std. Gauge, Plain or 
corg. round flat crimp...60% 


26 gauge round fiat crimp. .40% 


24 gauge round flat crimp. .10% 
Square Cerrugated. 

Standard gauge ........... 45% 

Be MD sccudccewensconat 30% 
EE “<5 0:60 case é04 nee 60% 


SHOVELS AND SPADES. 


Hubbard's. 

No. A B Cc D 
1 $16 00 1510 14 45 18 70 
2 16 35 15 60 14 85 1416 
3 16 75 1600 16 25 14 45 
4 1710 16 85 16 60 14 8 

Post Drains & Ditching. 

Hubbard's. 

Size A B Cc 
14” -$17 15 $16 40 $15 66 
16” 17 60 16 75 16 60 
18” 17 85 1710 16 8 
20” 18 20 17 45 16 70 
22” 18 55 17 80 17 06 


eeeee 
eeeeee 
eeeeee 
eeeeee 


SKATES. 
Roller. 


Ball Bearing—Boys’ 
Ball Bearing—Girls’ 


SNAPS, HARNESS. 
Covered Spring 
Judd’s Pattern Add $3 1-6% to list 


SNATHS. 
Double Ring Bush..per doz. $9 75 
Patent Loop, Grass ad 8 16 


Patent Loop, Bush. - 10 00 

SNIPS, TINNERS’. 
Geer DE cccecccescs 40 & 10% 
i, ee 40 & 10% 
DN <uandesnsrenacdiecbeokes 50% 
TE nnctncccevcctesenssaen Net 

SPRINGS. DOOR. 
Perfect. 


Bincese BO 8 6’ 6 7 
Per doz. 45c 50c 56c 65c 80c $0c 
Reliance. 
Light Medium Heav) 
.$1 80 2 40 3 16 
Ty erereee per doz. 1 66 


Per doz.. 
Terrey’s 
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GARDEN TOOLS, GENERAL AND BUILDERS’ HARDWARE, 
MECHANICS’ TOOLS, CUTLERY, GUNS, AMMUNITION, 
SPORTING GOODS AND FISHING TACKLE. 








sands of hardware dealers has given 

us an unusual ability to judge what 
brands of goods give the dealer and{ his 
customers the most satisfaction. 


We handle a good variety of makes at dif- 
ferent prices—always carefully selecting 
those brands which are the best in their 
class no matter what their prices may be. 
When you order from us you can be sure 
of getting quality goods at right prices— 
prices which enable you to retail the stock 
at a good profit. 


O':: long experience in serving thou- 








BULLARD @ GORMLEY CO. 


Wholesale Hardware 
54-62 East Lake Street 
CHICAGO, ILLINOIS 

















Haven't you had customers 
ask you for a good varnish? 


N D did you have to tell them you didn’t sell 
varnishes ? 
Most hardware stores carry a line of paints and 
varnishes and you can, too. 
Ar-Ki-Teck Spar Varnish is the ideal brand of 
varnish for the hardware dealer because the one 
grade is suitable for all purposes. 
It’s the one high grade varnish you can sell your 


customers with assurance that it will give the ut- 
most satisfaction no matter on what kind of job 


they use it. 

If you will send us your name and address we will 
be glad to tell you in detail how you can sell 
Ar-Ki-Teck Spar Varnish now with good profits. 


J. B. Cornish & Company 
































Real Selling Helps Fres Northeast Corner State and Lake Streets 
We will send you a large attractive four-color 
window display card, a four-color window transfer ° ° ° 
and ajso a supply of interesting booklets for dis- Chicago, Tllinois 








trivution to people in your district. Ask us about 
them TODAY. 








eee 
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SQUARES. 
OO Net 
(Add for bluing, $3.00 per doz. net) 
 dattesedenesiseeeene w= 
Se ~ Sadie ack aaa ean aan aan * 
Se Oe Bi cc ccevccvsace sa 
at ag eer ee - 
Mintanamerd per doz. $6 - 
Winterbottom’ BD ecccsseveces 
STAPLES. 
Blind. 

0! eee per lb. 21@22c 
Butter, Tub....... = 16@19c 
Fence— 

Polished ...... per 100 Ibs. $5 45 

Galvanized ... - 6 16 
Netting. 

Galvanized ...per 100 lbs. $6 54 
Wrought. 


Wrought Staples, Hasps and 
Staples, Hasps, Hooks and 


Staples, an Hooks and 
END § cccceccceces 50 & 10% 
BE BOOTY ccccevcccavees 35% 
STONES. 
xe. 
“Slindostan .... per lb. New Nets 
More Grite .... ves wee 
WORE «ccccce ” “ 
Emery. 
ee aaeeere per doz. New Nets 
0il— Mounted. 


Arkansas Hard 
No. -per doz. New Nets 

Arkansas Soft. 

Washita No. 717 - ae 


Oil—Unmonunted. 


Arkansas Hard per Ib. New Nets 


Arkansas _—- 
Lily White. - - 
Queer Creek... bi ve 
Washita ...... " > 
Scythe. 
Black Diamend per gro. New Nets 
Crescent ...... - 
Green Mountain - - 
LaMolle ...... - 
Extra Quinne- 
. Pere - 
Red End..... - as 


STOPS, BENCH. 


<" = Morrill pat- 
<aebacianl per doz. $11 00 
No. n Stearns pat- 
ak diatenie.ae a 10 00 
No. "is “smith pat- 
sanetianneren = 7 00 
STOPPERS, FLUE. 
reer ‘oor doz. $1 10 
gem, No. 1...... o 1 10 
Gem, flat, No. 3. - 1 00 
STRETCHERS. 
rpet. 
Bullard’s ........per doz. $3 90 
De scuneees = 6 25 
Malleable Iron.... in 70 
Pertection ....... sag 6 30 
Dn atétecucanas ~ 4 60 
Wire. 
o 8. Elwood, No. 1 per doz. Nets 


. 8. Elwood, No. 2, 


SWIVELS. 


Malleable Iron......per Ib. $0 10 
Wrought Steel......pergro. 4 60 


TACKS. 
= Pestese 6-oz. 25-lb. Somes ‘ 


Upnelaterere’ 6-02. ° 
boxes, per’ Ib. 


TAPES, MEASURING. 
Asses’ Skin ....... ---List & 40% 


THERMOMETERS 
Tin Case. - per, doz. ~~ $1 25 
Wood Backs $2 12 00 
Glass .. 12 00 


-15%c 


™" TIES. 
Single Loop, carload 


Single Loop, less than 
car lots --70 & 15% 


TRAPS. 
Mouse and Rat. Per Gross. 
Sure Catch Mouse Traps.$ 2 10 
Vim Meuse Traps....... 2 10 
Short Stop Mouse Traps. 1 80 

Wood Choker Mouse 

Traps, 4 hole........ -- 10 25 
Per Doz. 
Sure Catch Rat Traps....$0 90 
Dead Easy Rat Traps.... 1 00 
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Baskets. 
Packed in One Bushell Band Stave 
List per Bushel. 
Sure Catch Mouse Traps 


(360 Traps) ..ccceccee 25 
Short Stop Mouse Traps 

(360 Traps.).........-. 66 
Sure Catch Rat Traps (54 

WED ctenveseucnscees 60 
Short Stop Rat Traps (54 

lr 3 15 


Assorted Mouse and Rat Traps. 
List per Bushel. 


Sure Catch (216 Mouse 
Traps and 26 Rat Traps) $4 90 
Short Stop (216 Mouse 
Traps and 26 Rat Traps) 4 25 
TROWELS. 
Cement. 
eee - BOR, Bocccsccces --$19 50 
- ee 25 50 
NE 
White Cotton. 
Eureka, 4-ply........ per Ib. 30c 


Jute. 
3-ply and 6-ply Bale Lots 22%c 


VALLEY. 

BOOP cccscrevevnesae $<eteene 
Galv. formed OF FOB. ccc 50-74% % 
VISES. 

No. 700 Hand, 
Inches .. 5 5% 
Doz. $11 - 13 00 14 85 
No. 701. 6 
Oe «scons $i1 16 13 00 16 70 
No. 1, Genuine Wentworth, 
Noiseless Saw...per doz. 9 25 


No. 3, Genuine Wentworth, 
Noiseless Saw....per doz. 12 75 
No. 500, All Steel Folding 
Saw eoce .+-per doz. 16 00 


ewes 


WASHERS. 
Over % in. Saseet lots 
rer 100 Ibs.. eee FS 
fron and 8teel. 
In. 65/1 % % 5 % 
10%¢ 9%e He 7%CT7 2/5c 


WEATHER STRIPS. 
Metallic Stitehed. 


7 T., BOP BGO Buccccoses $1 80 
Gs BOP Bee Birccccccss 2 206 
Wood and Felt. 

7 wii Wee Bee Qhiecesccss $1 56 
7 Ge Gee BE Bose sescaee 1 56 
WEDGES. 

Ax. Per Doz. Nets 
Pe caeewexe .per lb. Nets 
Me sadeesucns oe -perlb. 8%c 
WEIGHTS. 

EE so natcen oa per Ib. Nets 

fash—t 0. b. Chicago 
Smaller lots, per 
Smaller lots, per ton..... $50 00 
WHEEL BARROWS. 
Common Wood Tray........ $3 00 
Steel Tray, Competition.... 4 50 
Steel leg, garden........... 00 
WHEELS. 
Carborundum ............. 50% 
BE ccccces ceeew nce ---60% 
Well, Ins...... > 10 12 
Per doz.......$5 50 725 8 60 
12-in. heavy hoisting, 
a aswenseesaened $25 00 
WIRE. 
Plain annealed oe, No. 8 
er Gee Wh. 26e8s20<66-60 3 70 
Galvanized barb "wire, per 
100 Ibs. .... 410 
Wire cloth—biack painted, 
2-mesh, per 100 sq. ft... 35 
Cattle Wire—galvanized 
catch weight epee, 
per 300 Tee. secces 4 60 
Galvanized Hog Wire, “80 rod 
spool, per spool.......... 98 
Galvanized plain wire, No. 9, 
DEP Bee Cibo cocctecscccccs 415 


WOOD FACES. 
50% off list. 


WRENCHES. 


Coes Steel Handle, 6-in..40-10% 
pe 1 = 8-in. .40-10% 


= ” - 10-in. .40-10% 
™ ad _ 12-in. .40-19% 
Coes Knife-Handle, 6- in. .40- 10% 
= = " -in. .40-10% 
- ” = 10-in. .40-10% 
- vi a 12-in. .40-19% 
Coes All Patterns......... 40-10% 
WRINGERS. 
No. 790, Guarantee per doz. $49 50 
No. 770, Bicycle ... 47 00 
No. 670, Domestic. . ad 43 50 
No. 110, Brighton... om 39 00 
No. 750, Guarantee.. - 51 00 
No. 740, Bicycle.... ” 48 60 
No. 22, Pioneer.... we 35 60 
No. 2, Superb..... os 25 60 
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ADVERTISERS’ INDEX 


The dash (—) indicates that the adver- 


tisement does not appear in this issue. 


A 


Aeolus Dickinson Co.. 


American Brass Co 


American 


+. 
Mill 
Wire 


Furnace 


American Rolling Co 


American Steel & Co 
Stove 
Wood 
Arex Company 


Ashton Mfg. Co 


Co 


American ; 
Register Co 


American 


B 
Co 
Otto. 
Co 
Co 


Berger Bros 
3ernz Co., 
Bertsch & 
Braden Mfg. : 
Brillion Iron Works. 

tjullard & Gormley Co 
Surgess Soldering Furnace Co 
Burton Co., W. J 


c 
‘allender Soldering Proce 
Elbow Machine Co 
Solder Co 
Geo. M. 
‘lark-Smith Hardware Co... 
‘layton & Lambert Mfg. Co.. 
Buffalo Tr 


( ss Co 
Chicago 

Chicago 

Clark & 

( 

| 


Co., 


‘leveland & ansit 
Co 


‘le weland | Castings Pattern Co 


Coes Wrench Co 

Copper and Brass Research 
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Copper Clad Malleable Ranges 
Cab seesse'e Tre erre 

Cornish & Co., J. B 

Cortright Metal Roofing Co 

D 
Dieckmann Co., Ferdinand 


Diener Mfg. Co., Geo. W 
Mfg. 
Dreis & Krump 
Dunning Heating Supply Co 


Double Blast Co 


& Kutschied Mfg. Co 
Excelsior Steel Furnace (« 


Ewert 


F 
Fanner Mfg. Co 
Farquhar Furnace Co 
Federal Varnish Co 
Forest City Fdy. & Mfg. Co 
Fox Furnace Co 
Friedley-Voshardt Co 


Gerock Bros. Mfg. Co 
Gohmann Bros. & Kahler 


Hall-Neal Furnace Co.. 
Harrington & King Pf'g ©: 
Hart & Cooley Co 
Haynes-Langenberg Mfg. Co 
Heller Bros 

Hemp & Co 

Henry Furnace & Fdy. Co 
Hessler Co.. H. E 

Hero Furnace Co 
Hess-Snyder Co.. 

Homer Furnace Co 

Hones, Inc., Chas. A 
Honeywell Heating 
Hussey & Co., C. G 


Spec. Co 


Hyfield Mfg. Co 

I 
Illinois Zine Co : 
Indiana Stove Works 


Co 


Inland Steel vee 
Heater Co 


International 


Mfg. Co 29- 


- ce we | 
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Lennox Furnace Co... oa 
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Majestic Co, nt yee om 
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Meyer Furnace Co., The. — 
Mever Bros. Co., F.... _ 
Meyer Mfg. Co., Fred J 56 
Michigan Stove Co., The.. 4 
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Mt. Vernon Furn. & Mfg. C« 7 
N 
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I r H. E 6 
Q 
Q k Furnace & Supply Co -- 
Quick Meal Stove Co 41 
Juir Pattern Co 8 
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Re I t Furnace & Supply 
Rock Island Register ( _ 
Ross-G ld — 
S 
Scheible-Moncrief Heater C 5 
Schwab & Sons Co., R. J —_ 
Spaulding Hotel ............ 8 
Special Chemicals Co — 
Standard Furn. & Supply Co 5 
Standard Ventilator Co 39 
arns Register Co $ 
St. Clair orgs A Co 7 
St. Louis Te Inst : 50 
Success Heater & Mfg. Co _— 
Sullivan-Geiger Co g 
2 
Taylor & Co, N. &G _— 
Thatcher Furnace Co 7 
T & Bailey Mfg. ¢ 9 
U 
Utica Heater Ce 2 
Vv 
Vaughan & Bushn Mfg. ¢ — 
Vedder Pattern Work s 
Viking Shear Co _ 
Ww 
Walworth Run Fdy. Co — 
Waterloo Register Co 5 
Waterman-Waterbury Co 
Front ¢ er 


tney Mfg. Co., W. A 
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Whitney Metal Tool Co 

Wise Furnace Co 

Zarco Mfg. Co.. ‘ as 
Zideck Auto Radiator School 
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White Enamels That Possess 
Lasting Qualities 


WHEN it comes to selling your custom- 
ers White Enamel you have to choose 
your lines carefully if you are to give the 
satisfaction demanded. It is common for 
White Enamels to turn yellow, to crack 
and to lose luster. 


Federalite and Federal White Enamels 
and Flat White Finishes are all made to 
meet individual and exact requirements. 


With the Federal complete line in stock 
you can serve your trade with their par- 
ticular needs—make good profits and give 
satisfaction. 


The reason why Federal Enamels possess 
lasting qualities is that we pay particular 
attention to small but important details 
in making Federal Enamels as well as 
using only high quality ingredients. 


Federalite Coaters and Oil Stains also 
have special service features that make 
them superior products. 


Let us send you descriptive catalog giving 
full details—also our dealer helps and 
prices. 


CHICAGO, ILLINOIS 








‘— 


DERALIT 


ENAMEL 
oe 




















Federal Varnish Come. 


2837-55 Irving Park Blvd. 
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CLASSIFIED INDEX 


Ball Ties 


Steel & Wire 
Chicago, Til. 


American 


Bolts—Stove. 


Kirk-Latty Mfg. Co., 
Cleveland, Ohio 


Brakes—Cornice. 
Dreis & Krump Mfg. Ce., 
Chicago, Ill. 
Maplewood Machinery So. 
Chicago, Iil. 


Brass and Copper. 


American Brass Co., 
Waterbury, Conn. 


Pittsburgh, Pa. 
Copper & Brass Research Ass’n, 
New York, N. Y. 
Merchant & Evans Co. 
Philadelphia, Pa. 


Hussey & Ce., C 


Builders’ Hardware 
Bullard & Germiey, Chicago, Il. 


Cans—Garbage. 


Osbern Ce., The J. M. & L 
Cleveland, Sitio 


Castings—Malleable. 
Fanner Mfg. Co., Cleveland, Ohio 


Sellings— Metal. 
Burten Ce., W. J., Detroit, Mich. 
Friedley-Voshardt Ce. 
Chicago, Til. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Chaplets. 


Fanner Mfg. Ce.. Cleveland, Ohie 


Coal Chutes. 


Majestic Co., Huntington, Ind. 


Cores—Auto Radiator. 
Zarco Mfg. Co., New York, N. Y. 


Cernices. 
Burten Ce., W. J., Detroit, Mich. 
Friedley-Voshardt Co. 
Chicago, Ill. 
Milwaukee Corrugating Co., 


Milwaukee, Wis. 


Cut-Offs—Rain Water. 


Milwaukee Corrugating Co. 
Milwaukee, Wis. 

Sullivan-Geiger Co., 

Indianapolis, Ind. 


Eaves Trough. 
Berger Bros. Co., 
Philadelphia, Pa. 
Burten Co., The W. J., 
Detroit, Mich. 
Clark-Smith Hardware Co., 
Peoria, Ill. 
Lupton’s Sons Co., David 
Philadelphia, Pa. 
Milwaukee Corrugating Co. 
Milwaukee, 


New Jersey Zinc Co., The, 
New York, Bw. F. 


Wis. 


Elbows and Shoes—Conductor. 


American Rolling Mill Co. 
iddletown, Ohio 
Dieckmann Co., Ferdinand 


ci eo | Ohio 
Lupten’s Sons Co., David, 
Philadelphia, Pa. 
Milwaukee Covrugeting Co. 
Mil lwaukee. Wis. 


Enamel Ware. 


Lalance & Grosjean Mfg. Co., 
Chicago, Ill. 


Enamels—W ood. 
Cornish & Co., J. B., Chicago, Ill. 
Federal Varnish Ce., Chicago, Il. 


Fence Gates. 


American Steel & Wire Co., 
Chicago, Ill. 


Fenders. 


Co., Fred J., 


Meyers Mfg. 
Hamilton, 


Ohio 


Files. 


Heller Bros. Co., Newark, N. J. 


Furnace Fans. 


Honeywell Heating oy Se. 
n 


Furnace Rings. 


Walworth Run Fdy. Co., 
Cleveland, Calo 


Furnaces—Warm Air. 


American Furnace Co., 


St. Louis, Mo. 


Brillion Iron Works 


"Brillion, Wis. 


Dunning Heating Supply Co. 
Mi iwaukee, Wis. 


Excelsior Steel Furnace Co 
Chtende, Til. 


Farquhar Furnace Co., Th 
Wilmington, Ohio 
Forest City Fdy. & Mfg. Co. 
Cleveland, Ohio 
Fox Furnace Co., — Ohio 
Hall-Neal Furnace 
a Ind. 
Haynes-Langenberg Mfg. Co., 
St. Louis, Mo. 
Henry Furnace & Fdy. Co. 
Govtend, Ohio 


Hero Furnace Co., Sycamore, IIl. 


Hess-Snyder Co., Massilion, Ohio 
Homer Furnace Co. 

Coldwater, M Mich, 
International Heater Co., 

Utica, N. Y. 

Kruse Co., Indianapolis, Ind, 
Camneck Co., W. E., 

Columbus, Ohio 


Lennox Furnace Co., 
Marshalltown, Iowa 
Majestic Co., Huntington, Ind. 
Meyer Furnace Co., Peoria, Il. 
Michigan Steve Co., The 
Detroit, 
Monroe Fdy. & Furnace Co., 
Monroe, 
Mt. Vernon Furnace & Mfg. Co. 
Mt. Veruca, ‘m. 
Quick Furnace 4. a ply Co., 
s toines, '! Iowa 
Red Front a... ". Supply Co., 
Chicago, Ill. 
Scheible-Moncrief Heater Co. 
Cleveland, ‘Ohio 
Schwab & Sons Co., R. J., 
Milwaukee, Wis. 
Standard Furnace 4 Sune ty Co. 
Omaha, Nebraska 
St. Clair Foundry sm lbenno 
Belleville, Til. 
Success Heater & Mfg. Co., 
Des Moines, Iowa 
Thatcher Furnace Co. 


Mich. 
Mich. 


Chicago, Ti. 

Utica Heater Co., Utica, N. Y. 

Waterman-Waterbury Co. 
Minneapolis, Minn. 


Wise Furnace Co., Akron, Ohio 


Garages—Metal. 


Milwaukee Corrugating Co., 


Milwaukee, Wis. 


Guards—Fire. 


Meyers Mfg. Co., Fred J., 


Hamilton, Ohio 


Handles—Boiler. 


Berger Bros. Co., 


Philadelphia, Pa. 
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Hangers—Eaves Trough. 


Milwaukee Corrugating Co. 
Milwaukee, Wis. 


Heaters—Combination Hot Water. 
Melbye Bros. Co., Chieago, Ill. 


Heaters—School Room. 
Haynes-Langenberg ay Co., 
St. Louls, 


Mo. 
Hero Furnace Co., Sycamore, IIl. 
Meyer Furnace Co., Peoria, Ill. 


Monroe Fdy. & Furnace Co., 


Monroe, Mich. 
Standard Furnace & Supply Co., 
Omaha, Neb. 
Horse Shoes. 
American Steel & Wire Co., 
Chicago, Ill. 
Hotels. 
Spaulding Hotel, 
Michigan City, Ind. 
Jobbers—Hardware 
Bullard & Gormley Co., 
Chicago, Il. 
Clark-Smith Hardware Co., 
Peoria, Ill. 
Kitchen Utensils. 
Lalance & Grosjean Mfg. Co., 
Chicago, III. 
Ladders. 
Kant-Break Ladder Co., Inc., 
St. Louis, Mo 


Lath—Expanded Metal. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Machines—Crimping 


Bertsch & Co., 
Cambridge City, Ind. 


Machinery—Culvert. 


Bertsch & Co. 
Cambridge City, Ind. 


Machines—Razor Blades 


Hyfield Mfg. Co., 
New York, N, Y. 


Machines—Stove Pipe 


Hemp & Co., St. Louis, Mo. 


Machines—Tinsmiths’ 
Bertsch & Co., 
Cambridge City, Ind. 
Chicago Elbow Machine Co., 
Oak Park, Il. 
Dreis & Krump Mfg. Co., 
Chicago, IIl. 
Ewert & Kutscheid Mfg. Co., 
Chicago, Til. 
Hemp & Co., St. Louls, Mo. 
Maplewood Machinery ©O©o., 
Chicago, IIl. 
Marshalltown eats. Co., 
Marshalltown, 
Osborn Co., The J. M. & L. 
— Sisto 
Whitney Mfg. Co., W. 
Edeies, Til. 
Whitney Metal Tool Co., 
Rockford, IIl. 


ig 


Malling 
Ross-Gould, 


Lists. 


St. Louis, Mo, 


Metals—Perforated. 


ee & King Perforating 
Chicago, Ill. 


Miters. 


Friedley-Voshardt Co., 
Chicago, Ill. 


Miters—Eaves Trough. 


Braden Mfg. Co., 
Terre Haute, Ind. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 
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Nalls—Slating. 


Hussey & Co., C. G., 
Pittsburgh, Pa, 


Nails—Wire, 


American Steel & Wire Co., 
Chicago, tm. 


Ornaments—Sheet Metal, 


Friedley-Voshardt Co. 

Chicage, mi, 

Co., 

St. Louis, Me, 

Milwaukee Covsuqeting Co., 
ilwaukee, 


Gerock Bros. Mfg. 


Wis, 


Patterns—Furnace & Stove, 
Cleveland Castings Pattern Coe, 
Cleveland, Sinte 
Quincy Pattern Co., Quincy, mM, 


Vedder Pattern Works, 
Trey, N. Y, 


Pipe and pean 
Dunning Heating s. A. & 
ilwau 


Excelsior Steel Morn 4 
Chicago, Tl. 


Henry Furnace & Fdy. Co., 
Cleveland, Ohie 


Lamneck Co., W. 
; Ohio 


Meyer & Bro. Co., F., aw ™. 


Osborn Ce., The J. M. & L. 
Cleveland, Site 


Quick Furnace & Supply Co., 
Des Moines, Iewa 


Red Front Furnace & Supply Co., 
Chicago, Tl. 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Pipe and Fittings—Stove, 


Excelsior Steel Furnace Co., 
Chicago, Il. 


Hemp & Co., St. Louis, Me. 
Meyer & Bro. Co., F., Peorta, II. 


Sullivan-Geiger Co. 
Indianapolis, Ind. 


Pipe—Conductor. 
Co., 

Philadelphia, Pa. 
Burton Co., W. J., Detroit, Mich. 
Clark-Smith Hdw. Co., Peoria, Tl. 


Berger Bros. 


Dieckmann Co., Ferdinand, 
Cincinnati, Ohie 
Friedley-Voshardt Co., 
Chicago, Il. 
Hussey & Co., C. G 


Pittsburgh, Pa. 


Lupton’s Sons Co., David, 
Philadelphia, Pa, 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


New Jersey Zinc Co., The, 
New York, N. Y. 


Posts—Steel Fence. 


American Steel & Wire Co., 
Chicago, Ti. 


Punches, 
Bertsch & Co., 
Cambridge City, Ind. 


Machine Apotiance Corporation, 
The, ce oe New York 


Whitney Mfg. Co., W. 
. - Koskterd, Il. 


Whitney Metal Tool Co., 
Rockford, Ii. 


Punches—Combination Bench and 
Hand. 


Whitney Metal Tool Co., 


Roekford, Il. 
Punches—Hand. 
Bipghine Appliance Corporation, 


Brooklyn, New York 


watmase Metal Tool Co., 
Rockford, Ii. 


Ranges—Combination Gas & Coal. 
American Stove Co., St. Louls, Mo. 


Malleable Iron Range Co., 
Beaver Dam, Wis 


uick Mea! Stove Co., 
. St. Louis, Me 
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Know what the experts know—read these books 





A New Revised Edition Is Now Ready 
—Just Off the Press 


This new edition con- 
tains many solutions of 
individual pattern prob- 
lems ‘in every depart- 
ment of sheet metal 
work, giving the com- 
lete methods of lay- 
ng out all forms of 
work. It is an ideal 
text book for either 
home study or the class- 
room, as it covers every 
detail from the _ selec- 
tion of tools, through 
Linear and Geometrical 
Drawing, to develop- 
ment of Difficult Prob- 
lems by Triangulation. 
If you ay a bose > 
ows you how to lay out work, get this, the 
ary Book on the subject. It has 544 pages, 
$92 illustrations and diagrams, measures 
10x13 inches and is cloth bound. Price $6.00. 





The only book published on Auto 
Radiator Repairing 


f. L. Curfman and 
T. H. Leet are the 
euthors of this much 
used manual. Any 
one interested in 
Radiator Repairin 

will find the 18 

ages of practical 
instructions and the 
120 illustrations 
showing actual con- 
struction and re- 
ww a big help. 
nacondenseéd 
manner some four 
to five thousand an- 
sewers to questions 
are given. It is 
thoroughly practical 
as both authors are 
men of wide experi- 
ence in this work. 
Printed in large, 
easy to read type. 

Price $2.50. 





Measures 6%x9 inches. 


The two biggest and best books on 
Sheet Metal Work 


THE UNIVERSAL 
SHEET METAL 


PATTERN CUTTER 





Here are two books that can’t be beat. 
They are the most practical and useful 
treatises on the subject. 


Work of all the branches of the trade and 
the broadest scope of details are found— 
inside and outside work—small jobs and 
the most complicated are shown, explained 
end profusely illustrated. 


The volumes are bound in heavy cloth and 
each measures 9x12 in. Each contains over 
30 pases and 680 original drawings. 

.50 each. 











O MORE reading this 

year — get a few of 

these books on the sub- 
jects you're interested in and 
spend many comfortable and 
profitable evenings reading 
them. 


A lack of technical dryness in 
practically all of these books 
makes them easy to read. 


Write for our 10 page catalog 
listing many more good books. 














Triangulation thoroughly explained in 


this good book 


For the man who 
desires a complete 
volume on this 
subject this man- 
ual wil] be an ap- 
preciated addition 
to his collection 
of books. 


The sheet metal 
pattern cutter of 
today needs to be 
up-to-date—t his 
book contains 268 
Pages of real 
helpful instruc- 
tion, 123 illus- 
trations, pho- 
tograpbic and line 
drawn, which show 
sheet metal mod- 
els made express- 
ly for this work. 


Measures 6 x 9 
inches and is 
cloth bound. Price 


H 
j 
} 


~~ 
pi) 
D 
2 
Cc} 
~ 
da 
Vy 
OF 
2 


mow ready 


Exhaust and 
Blow Piping 
has ‘had an 
unusually big 
demand A 
fresh supply 
is now off the 
Press and is in 
our hands for 
immediate de- 
livery. Itisan 
invaluable 
treatise on the 
Dianning, cost, 
estimation and 
installation of 
fan piping in 
ell its branch- 
es giving ali 
necessary 

idance in 


separator con- 
struction. 159 
61 figures. Cloth, $2.00. 





pages, 6x8 in. 
SEND YOUR ORDERS OR CATALOGUE REQUESTS TO BOOK DEPT. 
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Neubecker and A. Hopp 


This is a new 
edition of 
@ most prac- 
tical seif-in- 
struction book 
published on 
the art of pat- 
tern drafting. 
It deals wit 

con struction 
work in light 
and heavy- 
gouge metal, 
skylights and 
roofing and 
cornice work, 
etc.. giving 
tables showing 
how to _ esti- 
mate these 
jobs as well as 


stallations. 


267 pages, 6%x 
9% in. 370 fig- 
ures. Cloth 





bound. Price 
00. 
Home Instruction for Sheet Metal 


Workers 


By William Neubecker. 
Edited by Frank X. Morilo. 
Facts that you want to know 
and know how to use are 
crammed into every page of 
this new home instructor. It 
is a practical instruction man- 
ual for the apprentice, me- 
chanic and master sheet metal 
worker, covering the course 
of instruction given to the 
students in the sheet metal 
department at the New York 
Trade School. 

It includes detailed instruc- 
tions on cutting, forming, 
quidering. preparing full-size 
details from architects’ blue- 

rints, developing the pat- 
erns, laying out the work on 
sheet metal, forming and 
‘ th Sepmns oa the brake and 
setting @ work together. 

Important features in the book are the 
chapters on skylight and louvre work, the 
subject being covered completely, includ- 
ing flat, ee and pitched skylights, sta- 
tionary and movable louvres, turret sash, 
gearing, etc. 

It’s a book that will give you the help 
you want. 

Over 400 peges, 684 illustrations, bound 
in cloth, with 15 folding plates bound sep- 
arately, postpaid, $5.00. 


Two of the handiest books published 

. These two little books 
contain hundreds of 
“tricks of the trade,” 
full of short cuts, la- 
bor saving methods 
and many practical 
ideas—all of which 
any sheet metal 
worker can usa A 
good collection of 
methods by which you 
can do many jobs in 
® quicker, handier 
way. These books 
“Kinks” should be 
read by every man in 
the trade — Cleth 
bound, 4%x7 in. Price $1.00 each. 














If you desire more information, 
more complete descriptions of these 
books, write us at once and we will 
gladly give the additional facts and 
chapter headings. 











CHICAGO, ILLINOIS 
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Ranges—Gas. 
American Stove Co., St. Louis, Mo. 
Clark & Ce., Geo. M., Chicago, IIl. 
Dangler Stove Co., Cleveland, O. 
tove Co., 
ae St. Louis, Mo. 


Rasps. 
Heller Bros., Newark, N. J. 
Register — 


Furnace 
woe Ind. 


Register—Warm Air. 
Dunning Heating Supply, Co., 


Milwaukee, Wis. 
teel Furnace Co. 
Excelsior Stee el ™. 
Cooley Co. 
—s Tew: Britain, Conn. 


& Fay. Co. 
Meary Furnace “ joveland. Ohio 


Majestic Co., Huntington, Ind. 


ce &: Supply Co., 
Quick Furna +p amy Sowa 


Red Frent am... & Gupely Co, 


land Register Co 
See See SRock Isiand, Ill. 


Furnace & Supply Co., 
Standard rn Gane. “Seb. 


ister Co., 
Gtamme Sees Detroit, Mich. 


fley Mfg. Co., 
Tuite & Baie Chicago, Til. 


Run Fdy. Co., 
Waswer® “ Cleveland, Ohio 


Waterloo Register Co., 
Waterloo, Iowa 


Registers—Wood. 


American Wood Register Co., 
- Plymouth, Wis. 


Regulators—Heat. 


well Heating Specialties Co.. 
ew Wabash, Ind. 


Repairs—Stove & Furnace. 
Hessler Co., H. E., Syracuse, N. Y. 


Retinning Equipment. 


liend Soldering Process Co., 
nema Chicago, Il. 


Ridging. 


rican Rolling Mill Co. 
es Mi iddletown, Ohio 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Rivets—Stove. 


Kirk-Latty Mfg. Co. 
“ . ” Cleveland, Ohio 


Roasters. 


Lalance & Grosjean Mfg. Co., 
Chicago. Til. 


Rods—Stove. 


Kirk-Latty Mfg. Co. 
Cleveland, Ohio 


Rells—Forming. 


Bertsch & Co., 
Cambridge City, 


Ind. 
Roof—Fiashing. 
Hessler Co., H. E., Syracuse, N. Y. 


Milwaukee Corrugetios Co., 
Mi lwaukee, Wis. 


Roofing—Iron and Steel. 


American Rolling Mill Co., 
Middl etown, Ohio 


Burton Co., W. J., Detroit, Mich. 


Certright Metal Roofing Co. 
Philadelphia, Pa. 


edley-Voshardt Co., 
ee Chicago, Ill. 
Inland Steel Co., Chicago, Ill. 


Merchant & Evans Co. 
Philadelphia, Pa. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Ce., The J. M. & L. A. 
— 7 Cleveland, Ohio 


Reofing—Tiz. 


Taylor Co., N. & G., 
Philadelphia, >a 


Roofing—Zine. 


Illinois Zinc Co., 
New York, N. Y. 


N Zinc Co., The, 
a New York, N. Y. 


Rubbish Burners. 


Hart & Cooley Ce. 
New Britian, 


Schools—Automobile Radiator 
Repairing. 


Zideck Aute Radiator School, 
New York, 


Schoolse—Sheet Metal Trades. 


Zideck School of Sheet Metal 
Trades, New York, N. Y. 


Schools—Sheet Metal Pattern 
Drafting. 


St. Louis Technical Institute, 
St. Louis, Mo. 


Zideck Auto Rage School, 
ew York, N. 


Sereens—Perforated Metal 


Harrington & King Perforating 
Co., Chicago, Ill. 


Shears—Hand and Power. 


Ewert & Kutscheid Mfg. Co., 
Chicago, Ill. 


Marshalltown Mfg. Co., 
Marshalltown, Iowa 


Viking Shear Co., Erie, Pa. 


Sheets—Black and Galvanized. 


American Rolling Mill Co., 
Middletown, Ohio 
Inland Steel Co., Chicago, Ill. 


Merchant & Evans Co. 
Philadelphia, Pa. 


Milwaukee Corrugating Co., 
Milwaukee, a 


Osborn Co., The J. M. & L. 
Cleveland, Shio 


Taylor Co., N. & G., 
Philadelphia, Pa. 


Sheets—lIron. 


American Rolling Mill Co., 
anametete, Ohio 


Merchant & Evan 
Philadelphia, Pa. 


Sheets—Tin. 


Merchant & Evans Co. 
Philadelphia, Pa. 


Taylor Co., N. & G., 
Philadelphia, Pa. 


Shingles—Zinc. 


Tilinois Zine Co., 
New York, N. Y. 


Milwaukee Corrugating Co., 


Milwaukee, Wis. 


Sifters—Ash. 


Diener Mfg. Co., G. W. 
Chicago, Ill. 


Sifters—Flour. 


Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 


Sky Lights. 
Burton Co., W. J., Detroit, Mich. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Smoke Pipe—Cast Iron. 


Waterloo Register Co., 
Waterloo, Iowa 


Solder. 

Chicago Solder Co., Chicago, IN. 
Milwaukee Corrugating Co. 

Milwaukee, 


Taylor Co., N. & G., 
Philadelphia, Pa. 


Wis. 


Soldering Furnaces. 
Ashton Mfg. Co., Newark, N. J. 
Bernz Co., Otto, Newark, N. J. 
Burgess Soldering Furnace Co., 

Columbus, Ohio 
Clayton & Lambert Mfg. Co. 
Detroit, Mich. 
Diener Mfg. Co., G. W., 
Chicago, Til. 
Double Blast Mfg. Co. 
Nor ye Chicago, Til. 
Hones, Inc., Chas. 
Baldwin, Long A tsend, N. Y. 


Quick Meal Stove Co., 
St. Louis, Mo. 


Conn. 


Specialties—Hardware. 
Bullard & Gormley, Chicago, III. 


Diener Mfg. Co., G. W., 
Chicago, fil. 


Heller Bros. Co., Newark, N. J. 
Hessler Co., H. E., Syracuse, N. Y. 
Uyfield Mfg. Co., New York, N. Y 
Lovell Mfg. Co., Erie, Pa. 


Sporting Goods. 
Bullard & Gormley, Chicago, IIl. 


Stains—Oil and Acid. 
Federal Varnish Co., Chicago, III. 


Stars—Hard Iron Cleaning. 
Fanner Mfg. Co., Cleveland, Ohio 


Statuary. 


Friedley-Voshardt Co., 
Chicago, Ill. 


Gerock Bros. Mfg. Co., 
St. Louis, Mo. 


Stoves—Camp. 


Quick Meal Stove Co., 
St. Louis, Mo. 


Stoves—Gas. 


Clark & Co., Geo. M., 
Chicago, III, 


Dangler Stove Co., 
Cleveland, Ohio 


Indiana Stove Works, 
Evansville, Ind. 


National Stove Co., Lorain, Ohio 


New Process Stove Co. 
Cleveland, Ohio 


Quick Meal Stove Co., 
St. Louis, Mo. 


Reliable Stove Co., 
Cleveland, Ohio 


Stoves—Gasoline and Oil 
American Stove Co., St. Louis, Mo. 
Clark & Co., Geo. M., Chicago, Ill. 
Dangler Stove Co., Cleveland, O. 


New Process Stove Co. 
Cleveland, Ohio 


Stove Co., 
St. Loule, Mo. 


Quick Meal 
Stoves and Ranges. 
American Stove Co., St. Louis, Mo. 


Copper Clad Malleable Range Co., 
St. Louis, Mo. 


Gohman Bros. & Kahler, 


New Albany, Ind. 
Indiana Stove Works, 
Evansville, Ind. 


Malleable Iron Range Co., 
Beaver Dam, Wis. 


Michigan Stove Co., The, 
Detroit, Mich. 


National Stove Co., Lorain, Ohio 


Quick Meal Stove Co., 
St. Louis, Mo. 


Stove Pipe Reducer. 


Sullivan-Geiger Co. 
Indianapolis, Ind. 


Tacks, Staples, Spikes. 


American Steel & Wire Co., 
Chicago, Il. 


Temperature Regulators. 


Honeywell Heating Specialties Co., 
Wabash, Ind. 


Tiles and Shingles—Meial. 
Burton Co., W. J., Detroit, Mich. 


Cortright Metal Roofing Co., 
Philadelphia, Pa. 


Illinois Zinc Co., New York, N. Y. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Tinplate. 
Milwaukee Cossugatins Co., 
Mi aa a 
Osborn Co., The J. & L. 
eeeealt Sito 


Taylor Co., N. & G., 
Philadelphia, Pa. 


Tin—Perforated. 
Harrington & King yeseoating 
Co., Chicago, Iil. 
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Tools—Tinsmith’s, 
Bertsch & Co. 
Cambridge City, Ina. 
Chicago Elbow Machine Co., 
Oak Park’ Ti. 
Dreis & Krump Mfg. Co., 
Chicago, Ti, 
Ewert & Kutscheid Mfg. 
Machine Appli menos, Tih 
achine ApplHance C 
The, Brooklyn, New Tork 
Maplewood Machinery Co., 
Chicago, m), 
Marshalltown Mfg. Co., 
Marshalitown, Iowa 
Osborn Co., The J. M. & L. A., 
Cleveland, Ohio 
Vaughan & Bushnell Mtg. Co., 
cago, Il). 
Viking Shear Co., Erle, Pa 
Whitney Mfg. Co., W. A, : 
Rockford, m1), 
Whitney Metal Tool Co., 
Rockford, I), 


Torches. 
Ashton Mfg. Co., Newark, N. J. 
Bernz Co., Otto, Newark, N. J. 
Burgess Soldering Furnace Co., 
Columbus, Ohio 
Clayton & Lambert Mfg. Co., 
— Mich. 
Diener Mfg. Co., G. 
. Til, 
Double Blast ne. Co., 
North Lhicase, Ti. 
Hones, Inc., Chas 
Baldwin, Leas ‘sland, N, Y. 
Quick Meal Stove Co., 
St. ‘Louts, Mo 


Transit Companies. 


Cleveland & Buffalo Transit Co., 
Cleveland, Ohio 


Trimmings—Stove. 
Fanner Mfg. Co., Cleveland, Ohio 


Varnishes. 
Cornish & Co., J. B., Chicago, Ill. 
reversnt varnisn Co., Chicago, II). 


Ventilators. 
Aeolus Dickinson Co., Chicago, III. 
Arex Company, Chicago, Ill. 
Berger Bros. Co., Philadelphia, Pa. 


Friedley-Voshardt Cr... m 
cago, Ill. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Standard Ventilator Co., 
Lewisburg, Pa 


Ventilators—Ceiling. 


Hart & Cooley Co., 
New Britian, 
Henry Furnace & Fdy. Co., 
Cleveland, Ohio 


Tuttle & Bailey Mfg. Co., 
New York 


Conn. 


Water Heaters—Oil Burning. 
Dangler Stove Co., Cleveland, 0. 


Wire. 


American Steel & Wire Co., 
Chicago, I!" 


Wrenches. 


Wrench Ce., 
Worcester, 


Coes 
Mase 


Wringers—Clothes. 
Lovell Mfg. Co., Erle, Pa 


Zinc Co., - 
New York, N. 1 


Merchant & Evans Co. 
Philadelphia, Pa 


New Jersey Zinc — The, 


Illinois 


ew York, N. ¥. 


Zinc—Slab. 
Illinois Zine Co., 


New Yerk, KE. Ss 





















